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The Giestinedl Line 
That Helps Dealer’s Profit 








NATIONAL has made it possible (by a condensed line) for 
every dealer to carry a complete assortment of garage door 
hardware with a minimum stock and small investment. 


We make three different styles, yet with them you meet every 
demand of all classes of buyers. 


The set illustrated is our No. 801, and is of the hinge type. 
Set consists of 3 pairs Reversible T Hinges (8 or 10 in.), 1 No. 
820 Chain Bolt, 1 No. 830 Foot Bolt, 1 No. 5 Door Pull, 1 No. 
27 All Steel Latch—all packed in a neat strong box with neces- 
sary screws and full directions for attaching. This facilitates 
service. 


You'll find it just the set for those who buy with an eye to 
economy. Write for complete description and prices, also 
catalog showing the full line and the many uses to which these 
five sets are adapted. 


National Mfg. Co. Sterling, Ill. 
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Spring Displays That Attract the Housewife 


Helpful Display 
Hints Ideas 
from from 

North and Three 
South Stores 


Barber & Ross, Washington, D. C., realize that refrigerators and water cooler time is approaching 


RUTH is frequently hard to the most attractive window will be Bloomington, IIl., is an example of 

swallow, but once it is down, getting the customers. a good spring display. The window 

the results are gratifying as Spring demand faces us and the awakens sales possibilities by its 
well as beneficial. The “bitter truth” question is whether we are going to silent suggestions. The illustration 
of the hardware store is usually the take only what comes to us or go from the hardware store of B. C. 
windows. Stores that have good out after all we can get. The ac- Knodle, DeKalb, Ill., shows a win- 
windows almost always do a good companying illustrations show how dow containing practically the same 
business. That is a rule that seldom hardware stores start out after the ideas as those expressed by the Hol- 
if ever fails to work out. Pass any extra business. The illustration der Hardware Co. 
kind of a store and the one having from the Holder Hardware Co., The illustration at the top of the 











B. C. Knodle, DeKalb, Ill., suggests a wide range of spring essentials with this display 
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of kitchen cutlery is needed 
when the household takes on 
increased spring activity. 

These hardware merchants 
evidently thoroughly under- 
stand that the woman is 
the great factor in making 
purchases for the home. 
They have studied her likes 
and dislikes and each dealer, 
although they are very many 
miles apart, put in these win- 
dows just to remind the busy 
housewife, as she passed along 
the street that in their hard- 
ware store were the items she 
needed. 

The hardware merchants 
have come to realize that a 
woman is a great purchasing 
power to be reckoned with in 
the most serious way. The 
illustrations accompanying 
this article would indicate 
that these hardware mer- 
chants have spent consider- 








This window of the Holder Hardware Co., Bloomington, IIl., is a veritable 
springtime hunting ground 


first page shows a display of Bar- 
ber & Ross, Washington, D. C. 
The refrigerators shown in this 
window serve to remind the house- 
wife that warm weather is on the 
way and that food must be kept in 
good condition. The water coolers 
are also pertinent reminders. 

Oil stoves and ovens start people 
thinking about hot weather and the 
desirability of such a stove over the 
wood or coal type. Wash tubs and 
boilers always meet with a fine de- 
mand in the spring. The housewife 
is almost always determined to 
“make things last until spring,” and 
when that season arrives she comes 
into the market for many things. 
You might say that these win- 


dows have a tremendous appeal to 
the housewife who does her own 
work for she purchases practically 
all of this class of merchandise. 
The oil stove idea will appeal to 
her because of the labor and uncom- 
fortable heat which she will be 
spared, to say nothing of the clean- 
liness. Oil mops and polish of all 
kind are needed daily by every 
housewife in the spring. Ice cream 
freezers and churns are right in 
their glory and are needed daily. 
Then there is the greatest appeal of 
all—aluminum and enameled ware. 
In the afternoons there is often 
spare time to do embroidery cr sew- 
ing and so samples of shears and 
scissors are also shown. All kinds 





able time and thought on the 
subject and they not only be- 
lieve in getting the trade of 
the housewife but they are 
firmly convinced that more than the 
ordinary amount of merchandise can 
be sold if it is properly pushed. 
The better the show window and 
the newspaper advertisement the 
more business there is coming into 
the store. It can be worked out in 
a mathematical way and is just as 
true as the first lesson in arithmetic 
that taught us 2 plus 2 equaled 4. 
Try it out in your store. Put 2 and 
2 together and increase your usual 
sales by catering to the trade of the 
housewife; take note of her love of 
bargains; and display in your win- 
dows and in the advertisements of 
your paper, the things she is need- 
ing right now for the home and 
family. 


Signposts to Success :—Memory 









; O you forget—faces, names, addresses, where 

your merchandise is kept, what you have in 
stock in different lines—in other words, is there a 
lamentably big hole in your memory? 

If you are so afflicted, you must cure yourself. 
There have been published from time to time in- 
numerable memory training courses; but when boiled 
down and analyzed, each is based on a single founda- 
tion stone—concentration. 

You can cultivate a good memory and acquire poise 
at one and the same time if you will only tackle the 
job a bit at a time, yes, a little bit at a time. Take 
one day, and clearing your mind of the hurry and 
flurry and worry habits before you actually start the 
day’s operations, set yourself the task of remember- 
ing. 

As you handle each transaction, think of every 


detail of it while you are engaged in it, shutting out 
other thoughts that may insist upon cropping up, 
and when you have completed the transaction, review 
its details and mentally file it away in a little pigeon- 
hole. At the end of the day, review your day’s work, 
bit by bit, and see how many sales in detail you can 
remember, the names of customers served, etc. As 
a matter of fact, it will not be at all a bad idea to 
start a memory note book, and for a while at least 
to write out, as in a diary, the details of the day’s 
work. You will in a short time begin to see good 
results, and as you progress you will be fascinated 
with the poise this memory training process will 
bring you. 

And remember this, the more interest you take in 
your work, the easier will it be to remember the 
details of this work. 
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in the way of a good many retail 
hardware salesmen. I have ob- 
served their good points and bad with 
much interest, and the impression left 
with me is not altogether favorable. 
Whatever the impression is it per- 
sists, and having an audience, (sub- 
ject to the O. K. of the editor), I 
have resolved to write something 
about them not in the way of criti- 
cism, but to try to offer gome con- 
structive help for the general good. 
I know of no place where you can 
put a young man where the least 
failure on his part will show quicker, 
both to the public and the boss than 
a clerkship. Probably there are in 
thousands of small towns in the 
United States hardware stores whose 
letterheads are practically identical 
with this: 
JOHN SMITH, 
Dealer in Hardware 
Stoves and Ranges 
Sheet Metal 
Plumbing and Tinning 
Gas Fittings, ete. 
Steam, Hot Water 


and Furnace 
Heating 


Paint, Glass and Putty 


é has been my lot to be thrown 


In view of this I have always been 
of the opinion that a hardware clerk 
should have, at least, a theoretical 
knowledge of a good many trades, 
but it has been my observation that 


‘frequently they do not. I have 


known a whole generation of hard- 
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Profit Producing Sales 
Hints for the 
Paint Department 


By F. N. Parks 


ware clerks. I knew one who served 
almost thirty years, and drew less 
pay, considering the purchasing 
power of the dollar, when he was 
shelved than when he commenced. I 
knew another who started at $3 a 
week, and today is vice-president of 
one of the largest stove foundries in 
the world. 


Knowledge of Goods Essential 


Between these two extremes there 
were good, bad and_ indifferent, 
mostly, I am sorry to say, indiffer- 
ent. Young men of today do not 
seem to realize that the hardware 
business is one of the most staple 
and important which we have; that 
a good clerk in this line can find a 
job almost anywhere at any time, 
and that the chances of achievement 
are almost unlimited. A young man 
who has worked for a while as a 
hardware clerk and does not see a 
future betterment is not a good 
clerk, and probably never will be. 

A man goes into a store to buy 
something. He also, many times, 
goes to get information about what 
he wants to buy. This is why we 
generally want to trade with the 
proprietor for we feel from experi- 
ence that he can give us the informa- 
tion we need. When you remember 
the number of trades represented in 
a small hardware store as shown 
by the letterhead printed above, you 
will see that even a theoretical ac- 
quaintance with them is not easily 
picked up. But it has been done, is 
done, and can be done again. 









































I have taken pains to gather some 
information about one of the articles 
dealt in which I hope will make some 
clerk more confident of himself 
when dealing with the public. Pass- 
ing over the various items listed in 
the letterhead we come to the last, 
“PAINT—GLASS—PUTTY.” 

In a general way this is an age of 
adulteration, and paint is probably 
as good or bad as the price we pay 
for it, that is to say, I know of no 
way to get good package paint ex- 
cept by paying the highest price. I 
believe it is conceded that the com- 
binations of white lead and raw lin- 
seed oil for outside work, and zinc 
and boiled oil for inside work are all 
things considered, the best, but 
whatever the pigment the oil used is 
the most important of the two. 

What is claimed for boiled linseed 
oil is that it dries quicker with a 
gloss more like varnish; but in all 
cases it should be pure. If it is not, 
the result is always uncertain. To 
know whether linseed oil is fairly 
pure or not, put a few drops, either 
separately or that have been mixed 
with pigment, in the palm of the 
hand, and rub it briskly with the 
thumb until it becomes warm. If 
fish oil is present the odor will be 
very noticeable. If there is no odor 
of fish, and the odor of linseed is not 
very strong, the chances are that 
some kind of mineral oil has been 
used. Even so it is claimed by some 
that certain kinds of mineral oil and 
rosin mixed with linseed oil (mak- 
ing a sort of varnish) is better than 
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the linseed oil alone for some inside 
work. 


The Question of Remixing 


All standard paint makers have 
absolute standards, and their prod- 
uct can be relied upon both as to 
color and purity, if it has not been 
on the shelf too long, or if it is prop- 
erly mixed when the can is opened. 
This remixing of paint is where cus- 
tomers are generally at fault, but 
they are almost always reasonable 
when told diplomatically that the 
pigment of which tinting colors are 
made is sometimes heavier and 
sometimes lighter than the base, and 
therefore, may either fall to the bot- 
tom or rise to the top, this separa- 
tion being more pronounced the 
longer the can has stood after being 
made, hence the importance of re- 
mixing. This lack of thorough re- 
mixing of package paint is why 
complaint is often made that two 
cans of the same paint do not match 
in color. 

It is well to bear in mind also that 
all light blues and greens are fugi- 
tive. Light blue and green will ap- 
pear lighter in the can and when 
first applied than after the paint has 
been applied and allowed to dry. In 
other words, the true shade is not 
revealed until the paint has been al- 
lowed to dry. 


What is Good Putty? 


I do not intend to make this a 
hand-book for painters, but to try 
to give answers to some of the ques- 
tions that are not generally known 
to the layman. The best putty is 
made by mixing whiting and linseed 
oil. What we get for putty in ordi- 
nary trade may or may not be some- 
thing else. It is hard to tell until it 
becomes set. If then it is not hard 
but crumbles up by pinching it is 
pretty good evidence that the pig- 
ment was mixed with fish or mineral 
oil. Good putty will become hard 
and stick to the sash and should be 
removed by heat, applied with a reg 
hot poker or any blunt instrument. 

Sometimes a customer will ask 
for a dead black paint for radiators 
or gas fixtures. This is made by 
mixing lamp black with turpentine 
to the proper consistency for the 
brush. 


Estimating the Amount of Paint 
Needed 


Only a general answer can be 
given to the question: “How much 
surface will a gallon of paint cover?” 
Perhaps as good a rule as any is 
this: 

Find the number of square feet to 
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be painted, allowing a generous 
amount for projections and depres- 
sions, and then divide this number 
by 350. This will give the number 
of gallons required for two coats. 


Testing Turpentine 


It is practically impossible for a 
retailer to buy pure turpentine, but 
as turpentine should be used very 
sparingly with all ready mixed 
paint, the question of purity is not 
so important. Turpentine can be 
tested, however, by the use of the 
Banner hydrometer, a simple and 
inexpensive instrument. Stick the 
hydrometer into the turpentine. If 
it registers above 3114 per cent, or 
below 30% per cent, it is not pure. 

Old plaster can be painted by first 
going over the surface with thin 
lime whitewash, and then a coat of 


glue, sizing before applying the 
paint. For new work, omit the 
whitewash. 


Removing Old Paint 


The question of removing old 
paint can be answered in a number 
of ways. One way, and perhaps the 
safest for an amateur to use is this: 
Take 2 lb. sal soda, %4 lb. lime and 
mix them in 1 gal. of hot water. 
Apply with a brush very hot, let it 
stand until the paint is soft. Some 
surfaces may require two applica- 
tions depending on the original 
thickness and composition of the 
paint. Another way, but a little 
dangerous, is to wash over a part of 
the surface with gasoline and set fire 
to it, following this with the putty 
knife. 

Still another method is to use a 
gasoline torch. The objection to 
this is that without great care the 
wood will be charred in spots, which 
will be apt to show through a sub- 
sequent painting. There are also 
various varnish removers on the 
market, which can be used accord- 
ing to directions. Paint from old 
brushes can be #emoved by the solu- 
tion of sal soda and lime as above, 
finishing up with turpentine or gaso- 
line. A brush that is in use can be 
left in the paint for a day or two; 
if to be left for a longer time put it 
in linseed oil. If it is to be left for 
an indefinite time clean it out thor- 
oughly. 


Painting on Cloth, Tin and Iron 


To paint on cloth without having 
the paint run, use a size made of 
shellac, dissolved in alcohol, or thin 
glue to which may be added a little 
honey. 

To paint on tin roughen the sur- 
face with sandpaper or steel wool. 
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To paint on _ galvanized iron 
roughen the surface with one table- 
spoonful of muriatic acid in a pint 
of rain water. Let stand for a 
while, rinse and dry. No paint should 
be applied to wood that is at all 
damp, either inside or outside, for 
such a surface will not hold any 
paint, however good, under such cir- 
cumstances. Good paint will have 
a tendency to crack and scale, while 
poor paint will go “chalky.” 


Formule of Colors 


Having touched some of the high 
spots of the painting game, let me 
close by giving the following for- 
mule for different colors: 


Silver gray—Prussian blue, ochre, 
and white lead. 

French gray—Raw umber, black, 
and white lead. 

Olive gray—Black, 
white lead. 

Pearl gray—Prussian blue, Vene- 
tian red, and white lead. 

Gray stone—Chrome yellow, black, 
and white lead. 

Bedford stone—Raw sienna, burnt 
sienna, black, and white lead. 

Light olive—Ochre, chrome green, 
and white lead. 

Dark olive—Raw umber, Prussian 
blue, and white lead. 


ochre, and 


Medium olive—Same, with in- 
creased proportion of white lead. 
Warm drab—Raw umber and 


white lead. 

Medium drab—Ochre, raw umber, 
and white lead. 

Ivory white—Raw umber 
white lead. 

Straw—Ochre, chrome yellow, and 
white lead. 

Light bronze yellow —Black, 
chrome yellow, and white lead. 

Colonial yellow—Ochre and white 
lead. 

Bronze yellow—Black and ochre. 

Light brown—Raw sienna. 

Rich maroon—Tuscan red. 

Buff—Ochre, Venetian red, and 
white lead. 

Light terra cotta—Same, with in- 
creased proportion of white lead. 

Fawn—Same, with less white lead 
than for light terra cotta. 

Sky bluwe—Prussian blue, chrome 
yellow, and white lead. 

Moss green—Raw umber and 
chrome green. 

Grass green—Ochre, Prussian 
blue, and white lead. 

Dark bronze green—Black, burnt 
umber, chrome yellow, and white 
lead. 

Dark bottle green—Chrome green 
and black. 


and 
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The S. H. Sperry 
Hardware Co., 
Dover, N. J., 
Cashes in on 

Razors and 
Accessories 
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Demonstrations 
of Goods 
Sold Serve 

to Bring Back 

Satisfied 
Customers 


Cultivating the Man Who Shaves Himself 


been termed “the man’s store.” 
Such being the case, it is, 
therefore, the proper place for the 
male population to go when seek- 
ing shaving equipment of any kind. 
W. E. Armitage, vice-president of the 
S. H. Sperry Hardware Co., Dover, 
N. J., considers his show case of 
shaving requisites one of the most 
profitable departments of his busi- 
ness. You can see in the picture re- 
produced on this page that the shav- 
ing goods department is adjacent to 
sporting goods and other items. 
Mr. Armitage caters to the men of 
Dover and makes an effort to carry 
complete safety razor stocks with suf- 
ficient extra blades always on hand. 
The S. H. Sperry Hardware Co. car- 
ries the majority of leading safety 
razors, well-known lines of shaving 
brushes and a fair supply of shaving 
soap, cream and powder. The stock 
in this line also includes various me- 
chanical sharpening devices to fit the 
different makes of safety razor 
blades, and in addition to this the 
supply of high-class hones and strops 
is well assorted to appeal to the man 
who prefers the straight-edge razor. 


T hardware store has often 


Demonstrations Given 


When a man buys @ safety razor 
at the Sperry store he will be shown 
a suitable sharpening device and the 
method of using it will be demon- 
strated so that when a purchase is 
made satisfaction is assured. This 
is an important detail, Mr. Armitage 
tells us, as the man shopper buys in 


the evening or on Saturday and has 
neither time nor inclination to stop 
long at a sales counter. If he finds 
his purchase unsatisfactory, because 
he does not understand how to use 
it, his shave is spoiled and his dis- 
position is ruffled and his next visit 
to the store will not be a particularly 
pleasant session for the dealer. 

This New Jersey dealer reminds us 
that shaving is so personal that in 
selling the necessary equipment you 
must make absolutely sure that your 
customer can insert the blades, 
sharpen them and hold the razor cor- 
rectly when shaving. 

The Sperry sales staff endeavors to 
sell each purchaser of a safety razor 
an extra package of blades on the 
basis of convenience to the buyer. 
This attempt is frequently successful. 
When the extra blades are not pur- 
chased with the set the salesman im- 
presses the customer with the fact 
that when he is in the market for re- 
placements the Sperry store is 
equipped to serve him. 


Extra Blades Sell Well 


Mr. Armitage did not offer exact 
figures but he told us that the blade 
sales each week gave a profit that 
was steady and worth handling. 
Steady blade customers are often sold 
traveling sets in their favorite brand 
of safety razor. Some of these sets 
are to be seen in the picture. A 
folding shaving mirror is a com- 
panion sales item to consider on such 
sales. In fact, the staff in this store 
sells mirrors, brushes and soap with 


each razor sold whenever such a sale 
is possible. 

You will note by the picture that 
this company even stocks a few fairly 
elaborate shaving stands, consisting 
of a swinging mirror, shaving mug 
and brush. This outfit is very de- 
sirable for the man who has not a 
complete apartment but boards. In 
such cases the bathroom is seldom 
available for his shaving, and this 
little stand usually solves the prob- 
lem for him. 


Equipping Campers and Travelers 


The well-equipped camper and 
tcurist is a good prospect for a shav- 
ing stand and a small traveling razor 
kit. Whenever a customer buys 
tents, guns, ammunifion, boots or 
other equipment that suggests a trip 
into the woods or to the mountains 
the Sperry sales staff makes a bid to 
equip him for satisfactory shaving 
while en route. 

You could go a little further on 
repeat sales to those who buy safety 
razors by taking down their names 
and addresses. Four months after 
the purchase you could send these 
people a form letter suggesting the 
purchase of another pack of blades. 
When men you know come in your 
store why not ask them how their 
supply of blades is at home? Many 
of them will welcome this thought, as 
many a man postpones buying blades 
until the last minute. If he has ex- 
perienced a few shaves with the dull 
blade he will need no prompting to 
buy at the first opportunity. 
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A section of the store of Reilly Bros. € Raub, Lancaster, Pa., showing the display of glassware 


Specializing in the Unusual 


Reilly Bros. & Raub, Inc., Lancaster, Pa., 


has enabled Reilly Bros. & Raub, 

Inc., Lancaster, Pa., to develop 
china and glassware into one of the 
most important departments of its 
business. Besides specializing in the 
kind of goods that competitors do not 
carry, this firm does four other 
things which several years of experi- 
ence in the retail hardware business 
have demonstrated to be practical 
and expedient to successful merchan- 
dising, especially to the merchandis- 
ing of china and glassware. 


Gnas enabled Re in the unusual 


Consider These Points 


These four points, briefly stated, 


are as follows: 

1. Proper selection of patterns. 

2. Careful purchasing from reli- 
able sources. 

. The utmost care in the pack- 
ing and delivery of merchan- 
dise. 

4. Frequent 


ee 


window displays 


and as attractive interior dis- 
plays as possible. 


To these should be added the im- 
portance of having an intelligent and 
conscientious salesman or _sales- 
woman. The store that maintains a 
glass and chinaware department 
should have a capable woman in 
charge. Glass and chinaware are 
purchased principally by women. A 
saleswoman usually has more pa- 
tience, tact and understanding with 
women customers than a man has, 
and in most of the hardware stores 
that have had marked success with 
this line it has generally been found 
more advantageous to have a woman 
in charge. 

Care in Buying 

In the matter of buying, great care 
shou'd be exercised. Either the 
woman in charge of the department 
should place the orders subject to the 
approval of the head of the concern 
or else a man who has had some ex- 


perience and learned something at 
first hand about the line should have 
charge of the purchasing. 


Care and Discrimination 


Buying should be done with care 
and discrimination. Open dinner 
sets, reasonably assorted with stable 
items varied by just enough new 
things to attract interest, should be 
stocked in medium quantities. The 
dangers that result from overbuying 
become manifest very quickiy in the 
china department unless care is used 
in buying and original methods used 
to keep the stock moving. In pur- 
chasing glass or china the buyer 
should know something about the re- 
liability of the house from which he 
or she buys. The buyer should be 
familiar with factory methods and 
keep in touch with new patterns and 
articles that are continually being in- 
troduced on the market. He or she 
should study trade papers and adver- 
tisements of department stores and 
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Another part of the same store in which all kinds of china are featured to advantage 


Will Bring Unusual Profits 


Proves It with China and Glassware 


manufacturers’ and jobbers’ catalogs. 
Lack of knowledge and information 
about current changes and styles is 
often fatal to good buying. 


Loss from Breakage 


There is, of course, a certain 
amount of loss from breakage in 
both the china and glass departments. 
This must be taken into considera- 
tion in estimating - overhead costs. 
Every precaution should be used to 
prevent this loss from growing more 
serious through careless and im- 
proper packing. There are few 
things that discourage patronage as 
quickly as the receipt on the part of 
customers of poorly packed and 
broken articles. Those who pack 
your china and glassware goods 
should have some training in. the 
practical art of packing and wrap- 
ping. On the outside of every pack- 
age that contains glass or china a 
sticker should be placed bearing the 
name of the firm and the fact that 


the contents of the box consist of 
fragile or breakable material. The 
use of sawdust, excelsior or similar 
packing material should be avoided 
wherever possible in boxes that are 
to be sent to customers’ homes. Pa- 
per is much cleaner and easier for 
the customer to handle in unpacking. 
The slight difference there is in price 
is not worth the inconvenience to 
customers. Advertise the fact in 
your store that you have expert pack- 
ers, and that you use paper instead 
of excelsior for the benefit of your 
customers. 
Adaptable to Displays 

China and glassware are peculiarly 
suitable for artistic window displays. 
If a store carries a good stock of 
china and glass, window space should 
be provided once a month, on the 
average. This is a line that requires 
advertising and display, and suffers 
from negiect if not given the neces- 
sary publicity. The department in 


the store should, above all else, be 
kept clean. The glassware should 
shine and sparkle. Price markings 
on the dishes should be on the under 
side, or tags used. The surface 
should be clean and free from any 
blemishes. 


Reason the Guide 


In the matter of carrying the un- 
usual, reason rather than impulse 
should be the guiding principle. Just 
enough new and different things 
should be stocked to give you an op- 
portunity to advertise, display and 
talk about the new lines, the exclusive 
items that you have on display. 

Circular letters also have been 
used to good effect by a number of 
hardware firms in stimulating in- 
terest among customers. But the 
best kind of advertising that any 
store can have, as has been stater 
many times, are the verbal advertise- 
ments that satisfied customers dis 
tribute for you freely. 
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Paint ? Box 


J UST about half of the questions 
that have been asked and have 
been answered during the past year 
in the columns of HARDWARE AGE, 
were asked at the recent convention 
of the Virginia Retail Hardware 
Association held at Norfolk, Feb. 
7-9. “How-can I turn my paint 
stock?” “How best can I advertise 
in a small town?” “How best can I 
display my goods?” were some of 
the questions asked. 


Every man at the meeting who 
was asked if he read HARDWARE AGE 
answered in the affirmative. Every 
man asked also said that he read 
the Paint Question Box. And in 
spite of this they still come to hard- 
ware conventions and ask the same 
questions over and over. One 
speaker made the remark that he 
felt that in justice to all of the 
manufacturers in the country, that 
he should talk pretty frankly to the 
hardware men. The question he was 
at that time answering was “How 
can I advertise? “How can I best 
place myself and my store before 
the prospective customers?” And 
the answer appealed to the writer. 
Use the advertising that the manu- 
facturers send you. You paint men 
or hardware dealers that are handl- 


paid no attention to this line other 
than to sell it when it was called for. 

The writer listened to this talk 
with interest and then he asked a 
few questions of his own, and before 
submitting them he asked the presi- 
dent, just who he could put the 
questions to. The president pointed 
out a prominent hardware man who 
had been extremely successful with 
his paint department. We had in 
mind a question that we received 
this month and we are answering it 
now. “How can I turn my paint 
stock over five times?” 

The merchant who answered this 
question said that he turned his 
own paint stock over nine times. 
His explanation was, that his house 
paint was carried on a twenty-four 
shade color card. He always car- 
ried a complete stock of floor and 
deck paints, varnish stains in the 
popular shades only, two grades of 
enamel, three kinds of varnish. He 
stopped right there. With these 
lines he showed a complete line of 
advertising of slat racks and of 
paddle racks. His window trims 
were the best that his manufacturer 
could give him, and back of all of 
this he studied his paint line from 
A to Z and knew its worth. Three 


this book as he should and practic- 
ing as he goes along, can eventually 
become a finished worker. This be- 
ing the case the paint salesman that 
reads it can master his subject just 
as quickly. 

From Elizabeth City, N. C., came 
a question asking us for advice as 
to a line of paint that would be a 
profitable one. It is a little too 
much for us to answer, for there 
are so many good ones. Any dealer 
scanning the advertising pages of 
HARDWARE AGE can pick out any one 
of the many manufacturers and he 
will not go astray. They all have 
quality and their advertising and 
promotion schemes are complete. 


We failed to receive any questions 
regarding the “Save the Surface” 
movement this month, and Mr. East 
tells us that he received several re- 
quests for “Sell Harder.” The mer- 
chants that asked for “‘Sell Harder” 
invariably come back with a letter 
informing the “Save the Surface” 
committee that it is doing a great 
deal for them. It is going to be a 
wonderful thing when the hardware 
merchants handling paint in this 
country tie themselves together in 
one big band of “Save the Surface” 
hardware dealers, selling paint 











Ss 
§ ing paint are better fixed in the way times a year he made it a rule to along scientific lines. 
= of large display advertising, and in write a letter to every owner of During the next month I want 
= small attractive advertising, than property in his town. This letter each and every reader to try out 
= any other merchants in this country. dwelt on the superiority of the a pint of his own paint, measure 
2 This created considerable argu- product he was handling, the prices yp his square footage and multiply 
— ment. The argument took the form at which he was selling it, and on j¢ by eight, then see if he is satis- 
3 of “my manufacturer wishes to tell some of the satisfied customers who fied, If it covers differently from 
= me just exactly how I shall do had purchased the paint. He made what the color card says it covers 
things. How many color cards I it a rule to follow up the owner of then get in touch with the manu- 
shall use. How many times I must every new building in town. Every facturer. Write a card and tell us 
circularize my trade.” Several mer- carpenter, contractor and painter in what it is and why it won’t do it. 
chants took the same stand and his town was called on at least once If it does do it exactly as the color 
figured out that they hardly liked it. a month. If he himself failed to ¢arq says, put the panel in the win- 
Very fortunate, that the man ad- have time to do it he saw to it that gow, put a sign over its top; tell 
dressing the meeting took the stand one of the clerks made a call. them that it is a piece of your own 
that he did, that the manufacturer Any merchant in this country work. 
employed high priced advertising who will follow the same method Try another window next month 
men who thoroughly understood and keep his stock down to a mini- with an old dirty worn out, piece of 
their business and, consequently, mum on a twenty-four shade color weather board. Then take another 
their way of doing things was in card, can turn his stock the same piece of rotten weather board with 
99 cases out of 100 right. number of times. no paint on it. Now take another 
It seems that the hardware mer- A question was also asked in re- piece of board and give it two coats 
chants of the country have gard to the book “Elements of of paint, put them all in the window 
awakened to the fact that the paint Painting and Decorating.” We with a piece of old board on each 
proposition today is one of the hardly see the need of an answer side of the painted board. Place the 
biggest and quickest turnovers that for the simple reason that we have “Save the Surface” sign over the 
there is in the hardware store. It said all we could of the book and top of the display and down in the 
is beginning to interest them at the have boiled the entire thing down. front of the window put another 
conventions. A few years ago they An ordinary brush hand, studying sign “Paint Is Insurance.” 
Z 
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The Question 


Advertising Manager, Frank Burke Hard- 
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66 OW do you determine the 
margin goods should 
carry ?” 

This was question No. 6 on the 
program of the Wisconsin Retail 
Hardware Association for discussion 
at the district group meetings, two 
of which the writer attended during 
the spring and late summer of 1922. 

While the answer which was given 
was correct, it did not convey to the 
average hardware merchant a solu- 
tion to the problem. The subject 
merits a detailed and comprehensive 
analysis. A careful study of the 
three primary factors involved will 
enable any merchant to arrive at a 
satisfactory conclusion of this impor- 
tant question. 

Our first task, then, would be to 
determine the cost of goods, which 
would be the billed price plus the 
expense of bringing them into the 
store. Certainly, transportation on 
goods inward bound should be con- 
sidered as a cost of the goods and 
should be so treated when the goods 
reach the store. Then is the time 
to count the expense of doing busi- 
ness in addition to cost of goods. 


The Cost of Doing Business 


Our next step is to determine the 
elements entering into the cost of 
doing business. This should include 
all the items of cost of doing busi- 
ness, termed “overhead,” which may 
be divided into cost of carrying and 
cost of selling. (This division is of 
importance in calculating turnover.) 
Great care should be taken to include 
all the items of cost such as rent, 
light, heat, supplies, insurance, in- 
terest on capital invested and general 
expenses. These are the items usu- 
ally included in overhead charges. 
Salaries—including that of the owner 
at the amount he could earn in a like 


Pertinent Pointers 
on Determining 
the Margin 
That Merchandise 


in Your Store 


Should Carry 
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position working for someone else— 
advertising, delivery and bad ac- 
counts are expense charges borne by 
selling and administration. 

Having a clear understanding of 
the elements of cost, the third factor, 
profit, is nothing more than a just 
and equitable percentage added to 
the cost of doing business, based on 
the rapidity with which the goods 
will turn and the percentage specific 
goods will carry. 


Finding the Selling Price 


The combined percentage of the 
cost of doing business and the profit 
expected subtracted from 100 per 
cent gives the percentage of the 
selling price, consumed by the cost 
of the product. For instance, the 
cost of doing business is 25 per cent 
and the desired profit is 10 per cent 
of the sales price of any item, mak- 
ing a total of 35 per cent. Subtract- 
ing 35 per cent from 100 per cent, 
which represents the sales price, we 
find that the cost of the article is 
65 per cent of the sales price. 

The next thing to do is to find the 
sales price. This is done by treat- 
ing the cost price, which we find by 
adding the amount of the purchase 
price to the cost of freight and cart- 
age necessary to get the article into 
the store, as 65 per cent and finding 
100 per cent. Say that this cost is 
$10; this divided by 65 per cent gives 
us $15.39 as the selling price. The 
following chart shows how to deter- 
mine the margin that goods should 
carry in marking them up: 


Factors that ( Cost of goods. 
enter into the, Cost of doing business. 
selling price. | Profit desired. 


Percentage sales price repre- 
GOREN BO in ce cccccccecnacees 100% 
Percentage cost of doing 
WON 6 aiuakaecwcens 25% 








Percentage of sales price....... 65% 
Example: 
Percentage of 


Sales price Cost price Selling price 


$10.0000 | $15.38%, 
65 


350 
325 


_65_| 





250 

195 
550 
520 


30 
— = 3 
65 
It is proverbial that decreasing the 
desired profit—lowering the price of 
most articles—usually, though not 
always, stimulates demand for them. 
An article may increase its sales over 
ten times when the price is reduced 
from 35 cents to 25 cents; the latter 
being the customary price. At 19 
cents the same article may increase 
its sales to double what they were at 
25 cents. At which price should it 
be sold? It all depends upon the 
possible profit. Suppose the cost to 
be 15 cents apiece straight. At 35 
cents the article would bring in a 
margin of 20 cents above the invoice 
cost. At 25 cents a margin of 10 
cents would be made. But since the 
sales increased ten-fold the total 
would be $1 on the capital invested 
in one article during the time of the 
sale. At 19 cents the margin on this 
same article would be 4 cents; but 








(Continued on page 96) 











ware job about six months I decided that 

$40 a month was a small salary, and one 
which left mighty little leeway for saving. That 
evening when the store closed I sidled back to the 
office and struck the boss for a raise. I fully ex- 
pected to get it without a murmur, but the quizzi- 
cal look the “Old Man” gave me over his glasses 
took the edge off my confidence. “If you are worth 
it, you'll get it, boy,” he said, calmly, “but I have a 
hunch that you are still an expense rather than an 
asset. You are a hard worker and conscientious, 
but you haven’t the knowledge or sales ability yet 
to pay your overhead.” Then he got out his records 
and began figuring. He tabulated my sales and the 
profits. He gave me credit for cheerfulness, wil- 
lingness, loyalty and hard work, and he charged me 
with salary, lost sales, errors and dissatisfied cus- 
tomers. He was fair in every way, yet in less than 
ten minutes he proved to me that as a hardware 
salesman I was not worth the salary he was paying 
me. 

At first I was inclined to throw up the job in dis- 
gust, but I hated to acknowledge defeat, so I de- 
cided then and there that the next time I went after 
a raise I’d get it on the boss’s own basis. That 
night I started a home-made course in hardware 
merchandising. I took home a copy of a trade paper 
and read it as old “Bill” did the Bible—“from kiver 
to kiver.” 

Next I got hold of all the jobbers’ and hardware 
manufacturers’ catalogs I could find, and began 
studying them. I took them up in sections, begin- 
ning with tools, and absorbed all the information 
those catalogs could give me. When I found my- 
self stuck on the uses or selling points of a tool I 
made it a point to ask some carpenter or mechanic 
about it. Then when a tool salesman hit town I 
found out if he was staying over night in town and 
called on him at the hotel. I must have been more 


W ver I had been working at my first hard- 
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or less of a nuisance to those fellows, but with the 
dozens I called upon for help not a single one tried 
to sidetrack me. They went out of their way to 
give me pointers and send me sales literature. One 
of them even went so far as to list every tool he 
could think of and explain its use and selling 
features. 

From tools I went to the more common lines of 
shelf hardware, then farm and dairy supplies. We 
handled a modest line of housefurnishings and I 
dug into that until I could sell any item from a 
granite pan to a washing machine in a fair manner. 
Stoves and ranges came next, and I studied 
the catalogs of both the makers and of the mail 
order house. Sporting goods I naturally knew 
something about, but I tried to get my information 
boiled down to a sales basisy When I reached the 
paint and varnish line I became a regular bug on 
the subject, and soon had the paint customers 
coming to me for advice. Builders’ hardware was 
the last line I tackled, and the one on which I put 
the most effort. Also it was the one that brought 
me to the attention of the boss when I managed to 
secure a few good building contracts. 

Meanwhile I read everything I could find that 
dealt with hardware, advertisements and all. At 
the end of the year the boss gave me a real raise 
without my asking for it. In addition he put me 
in charge of the sales floor. I had worked my way 
out of the $40 class. As some one has said: “Any 
$20 a week salesman can wrap up and deliver a 
plainly marked, called for article, but if he never 
does any more than that he will stay a $20 a week 
man until he is worn out, sold out, kicked out or 
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Are Newspaper Editors Human? 


ing of any community are its merchants 

and its newspapers. The pity of it is that 
only in rare instances do they cooperate. Worse 
than that there is far too often an actual hostility 
between these two great forces. “The news- 
paper cares for nothing except murders, divorces 
or something equally sensational,” cries the 
merchant. “The merchant cares for nothing 
except advertising and profits,” retorts the 
editor. 

Neither accusation is true. The real trouble 
is that neither man understands the other 
fellow’s point of view. The blame for this 
misunderstanding must be shouldered equally by 
both but it is with the attitude of the merchant 
that we are chiefly concerned here. Let us start 
out with one bald assertion which we would like 
to print in big, capital letters: 

Get out of your head once and for all that you 
are entitled to special consideration from a news- 
paper editor because you advertise in his paper. 

That is one rock on which a million chances 
for a good understanding have been wrecked. 
Possibly three merchants out of every four head 
right on to it every time they try to establish 
relations with a newspaper editor. 
this thing right: The trouble starts with a 
peculiar idea on the part of most merchants that 
a newspaper editor is a kind of person apart 
from the ordinary run, that his occupation is a 
mysterious one and that his ways are not our 
ways. That is all wrong. A newspaper editor 
is a business man just as much as is a merchant. 
He is out in the market selling news to the public 
and advertising to the business man just as you 
are selling dry goods or notions. He carries a 
different line of merchandise and that is all the 
difference there is. You do not believe that be- 
cause a man buys a suit of clothes from you that 
that purchase entitles him to tell you how to run 
your store? Certainly not. And precisely in the 
same way the newspaper editor does not believe 
that because you buy a page of advertising you 
are entitled to tell him how to run his paper. 

So much for that. Let us see what the news- 
paper editor has to say about the second big com- 
plaint that is made against him by the merchant 
—that he is only interested in sensational news. 
The answer to that divides itself into two parts. 
The first part can best be put in the words of the 
editor of one of the greatest of New York’s 
dailies who was called upon to answer to this 
charge of sensationalism within the last few 
weeks. He said: 

“A newspaper succeeds just in so far as it is 
interesting. We do not print things because they 
are sensational but only because they are inter- 
esting to the normal human being. When you 
chat with your wife over the breakfast table you 
do not say: ‘I see that John Jones and his wife 
are living happily together’ or ‘Cashier Brown 
paid off the men at the factory yesterday.’ No. 
You discuss the fact that Bill Smith has been 


T HE two greatest influences in the upbuild- 


Let us get. 


divorced or that Cashier Robinson was held up 
and robbed of his firm’s payroll money.” 

Of course the editor was right. A newspaper 
is the most human thing that does not wear 
clothes and the measure of its success is the 
measure in which it reflects the things that we 
are interested in. 

The second part of our answer is closely con- 
nected with the first. The merchants and busi- 
ness men of a town get together and talk over 
some plan that they believe will benefit their 
town and which seems very important to them. 
The next morning they are indignant because 
their plan does not carry big headlines on the 
front page of the newspaper. The big headlines 
go to a murder or some scandal, and the report 
of the business men’s meeting is somewhere in 
the back pages with a very modest title. But 
the indignant business men seldom stop to con- 
sider this: The front page is the editor’s show 
window with which he attracts people to enter 
his store. A merchant does not trim his win- 
dow with the most useful things in his store, but 
with the things which will attract the greatest 
amount of attention. An editor does exactly 
the same. Once more it is all a question of see- 
ing the other fellow’s point of view. 


The whole world today is engrossed with the 
idea of cooperation; governments are trying to 
find a way to cooperate; nations are doing the 
same; capital and labor are searching for a com- 
mon working basis and individuals are slowly 
learning that it is better to work with than 
against. 

There is no tremendous obstacle in the way of 
obtaining this cooperation. You are deeply in- 
terested in the progress and improvement of 
your community and your first step is to realize 
that your neighbor, the newspaper editor, is 
every bit equally so. Take that for granted and 
the next time you and your fellow merchants 
meet together to discuss some plan for the bet- 
terment of your town or city make sure that 
you invite your newspaper editors to join you. 
If the old stupid hostility and distrust has ex- 
isted in your town there may be a little friction 
at first, but if you are frank and sincere you will 
find your neighbor will respond in the same 
manner. If your editor has a suspicion that you 
are trying to use him in some way it is up to you 
to remove that suspicion. Honesty of purpose, 
with a frank recognition of the other fellow’s 
position creates an atmosphere where suspicion 
cannot live. 

One other suggestion: Get your local papers 
to assign a particular reporter whose duty it 
will be to write regularly the business activities 
of the town. Make this reporter vour friend. 
He can be of invaluable help in showing you how 
to make your news interesting front page mate- 
rial. That is just as much a job for an expert 
as the laying out of your ads or the trimming of 
your windows. 
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Getting the Springtime Dollars of the Motorist 


ARCH, April and May are ideal 

M months in which to feature 

auto accessories. There is lit- 

tle doubt that more money is spent for 

tires and other auto needs during these 

months than during any other time in 
the year. 

The attitude of the motorist in the 

spring is that there is a long season 


Overhauling 
The Old Bus! 


Here’s what you should do 
right away! 
. Grind valves. 
. Paint rims with alumi- 
num paint. 
8. Fix leaky radiator. 
. Paint car or touch up 
rust spots. 


. Put on 
canize and 
ones. 


. Put in new spark plugs, 
grease car. 


new tires, vul- 
repair old 


We can supply every item 
needed to do the above jobs: 
valve-grinding tools and 
paste, aluminum paint, and 
brushes, radiator non - leak 
preparations, auto finishes in 
all colors. tires, tubes, vulcan- 
izers and repair kits, spark 
plugs, spark testers, grease 
cups, alemite fittings and 
accessories. 


Jones Hardware Co. 


“* Everything for 
The Motorist "’ 


A suggested spring accessory ad 





Fine Spring 
Weather Ahead } 


Get Your 
Car Ready ! 


Beautiful Spring days are 
only a few weeks off. You 
will want to be ready to take 
advantage of fine weather 
after a winter of indoor life. 


Look over your car now. Jot 
down your need for equip- 
ment and overhauling. We 
can supply you the best tires 
and tubes at money-saving 
prices. We can furnish every 
item needed for overhauling. 


Just remember that there is 
a big advantage in buying of 
us. You can get everything 
you need right here. No 
need to spend a whole after- 
noon shopping to supply your 
different needs. 


Jones Hardware Co. 


“‘ Everything for 
The Motorist ”’ 





This kind of timely advice often starts 
em buying 


ahead of him. During the summer and 
fall the idea of “getting by for the 
rest of the season” takes possession 
of his mind and as a result his pur- 
chases are curtailed to the point of 
necessity. 

But now is the time when he feels 
that any money spent is well spent and 
it is easier to interest him in items that 





may not be classified as strict neves- 
sities. 

In order that the hardware merchant 
may get some copy in his newspapers 
quickly we have prepared a series of 
ads reproduced herewith which cover 
the ground pretty thoroughly. There 
is a general ad calling attention to the 
need of getting busy with spring over- 


Suggestions 
For S pring 
Overhauling 


Engine: Grind valves, remove 
carbon, put in new plugs, put on 
new fan belt, change oil, put in 
new rings, test ignition with 
patent tester. 


Running gear: Replace lost 
grease cups, put on spring leaf 
lubricating covers, paint rusty 
rims, put on_ running-board 
mats. 


Body and Top: Touch up or 


refinish body, paint top, apply 
dressing to leather seats. 


Wheels: 
vuleanize spare 
tire repair kit. 


Replace worn tires, 
tubes, renew 


Here’s where we fit in. Every 
item needed to carry out the 
above suggestions may be pur- 
chased at our store. Don’t put 
off your accessory purchases. 
Spring is just over the hill. 


Jones Hard ware C oO. 


“ Everything for 
The Motorist ”’ 


This should get the home mechanic busy 





:+w we "ss Pw cr 








March 15, 1923 


HARDWARE AGE 


Everything for Your Car! 


Jot down your needs by checking opposite 
the items in the panels shown below. 
You ll find this the complete accessory store. 
Everything you need for Spring equipment 
and overhauling at the right prices. Buy 
early and have your car ready for the 


fine weather. 


Look Over these Suggestions ! 





Spark Plugs 
Grease Cups 
Body Finishes 
Soldering Outfits 
Chains 

Ford Timers 
Tire Pumps 
Auto Bulbs 
Towing Ropes 
Body Polishes 
Spotlights 
Rubber Mats 


Fan Belts 

Tire Covers 
Carbon Removers 
Patent Locks 
Tires and Tubes 
Ford Parts 
Jacks (all styles) 
Shock Absorbers 
Service Units 
Top Renewers 


Windshield 
Cleaners 


Tools 

















Ignitign Testers 
Aluminum Poljsh 
Nickel Polish 
Bumpers 
Vulcanizers 
Vises 

Shp Covers 

Oil Cans 

Grease Guns 
Spare Tire Locks 
Glass ‘‘Wings’”’ 
Flashlights 











Jones Hardware Company 


“Everything for the Motorist”’ 


There’s mighty little generalizing, in this 
ad—it gets right down to brass tacks 





hauling, two ads devoted to specific 
work that most every car needs, an ad 
carrying a résumé of the stock in the 
motor accessory department and one 
ad devoted exclusively to closed car fit- 
tings and accessories. We draw par- 
ticular attention to this ad and suggest 
that the dealer give some careful 
thought to closed car accessories this 
spring for the preponderance of closed 
ear sales is a significant trend in the 
automobile business. 

Closed cars have always been in favor 
although the prices asked for them 
have not. Now when quantity produc- 
tion has been applied to body making 
as it previously was to chassis building, 
closed car prices tumbled and every- 
body is buying the closed models in 
preference to the open. Auto experts 
predict that open models will steadily 
decrease in popularity and that the 
standard automobile of the future will 
be the closed car affording perfect 
weather protection and therefore suit- 
able for all-year use. 

A study of the popular closed car 
fittings will repay any dealer. He 
should remember that thousands of 
closed cars are not completely equipped 
in the way of small refinements. There 
will be a tremendous demand for closed 
car accessories on the part of this 
legion of motorists. There is no reason 





75 


in the world why the hardware dealer 
cannot get this business. 

It is our suggestion that these ads 
be made the models for a larger group 
of ads. For example each idea may 
be expanded into several ads. In the 
case of the announcements on neces- 
sary overhauling jobs, each of these 
jobs can be made the subject of a 
separate ad and the complete accessory 
line carried by the store can be em- 
phasized in a paragraph following the 
main announcement. 

The ad which lists the various items 
carried in stock should be run frequent- 
ly. The heading and opening talk can 
be changed and the listing of acces- 
sories maintained. 

The general announcement can be 
run to advantage in between the other 
ads, and in our opinion is particularly 
valuable at this time as a spur to get 
the motorist to take immediate action. 

The closed car accessory ad should 
be given a good run and the items 
changed to cover all those accessories 
carried in stock which are particularly 
suited to closed car installation. We 
would devote larger space to the closed 
car and itemized ads but this is a mat- 
ter that each dealer must work out 
for himself. If the appropriation is 
large enough to permit it, we would 
run all the ads in two column size. 





Some suggestions for the closed car owner 
—the kind that make him think and buy 


Closed < ar Accessories 


This is the day of the closed car. But all 
closed cars are not fitted alike. There are 
always some accessories you will want to 
add to further enhance the comfort and 
convenience of your closed car. 


A Few Suggestions ! 


Tool Boxes ! 


Space is limited in some of 
the popular types of closed 
cars, notably the coupe and 
the short-coupled Sedan. A 
tool box on the running 
board will enable you to get 
tools without disturbing the 
passengers and will make 
caring for the car much 
easier. We have a complete 
selection from which to 
choose. 


Cigar Lighters ! 


Reliable and easily attached. 
Price reasonable. 


Mirrors ! 


If your closed car has no in- 
side driving mirror get one 
at once and know the full 
pleasure of closed car driving. 


Ash Receivers ! 


Put one or two of these 
handy accessories in your 
ear. Easy to install. 


Clocks ! 
A clock is happily adapted 


to closed car _ installation. 
We carry only reliable makes. 


Other closed car accessories carried in 
stock include rubber heel pads for inside 
mats, windshield wipers, visors, heaters, 


dome lights, etc. 


Jones Hardware Company 


“Everything for the Motorist” 
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California Wants National Convention in 1924 


Delegates to San Francisco Convention Vote 


to Bring National Conclave to Coast— 
F. T. Duhring Elected President 


“YALIFORNIA is out after the 
Li National Convention for 1924 
with all the “pep,” climate, hos- 
pitality and good fellowship that have 
made it famous. Fred Duhring and Le 
Roy Smith, president and secretary of 
the association, will be at Richmond, 
Va., girded for the fray and we predict 
that they will bring home the bacon. 
Anyhow we are with them first, last 
and all the time. 


What Was Accomplished 


It was a wonderful convention the 
California Retail Hardware and Im- 
plement Association held in San Fran- 
cisco, Feb. 19, 20 and 21. Wonderfui 
because of the spirit shown, the things 
accomplished, the progress made. As 
Secretary Sheets would put it, it was 
very unusual, especially the weather. 
These are a few of the things the con- 
vention did: Decided to hold a hard- 
ware exhibit next year; to install a 
collection department; to organize and 
carry on a widows and orphans’ fund, 
and last but not least to land the 
National at San Francisco a year from 
next June. Some program, but not 
unusual for California. 

President Fred T. Duhring, Sonoma, 
proved to be an ideal presiding officer, 
and everyone who has seen Secretary 
LeRoy Smith in action will agree that 
when he gets going things have to 
move. He met the Eastern delegation, 
consisting of Llew S. Soule, Herbert 
P. Sheets and George M. Gray fully 
thirty miles up the line and escorted 
them into the city. Then he kept on 
making things hum in the good old 
California way. Perhaps that explains 
why the members of his association 
presented him with. a beautiful dia- 
mond ring at the banquet which closed 
the session, and why President 











President Fred T. Duhring 


Duhring was remembered with an 
equally beautiful Howard watch at the 
same time. 

The meetings were at all times full 
of interest and were never allowed to 
drag. When an address ceased a‘dis- 
cussion followed. All in all it may well 
be rated as one of the best annual 
meetings in the history of the Cali- 
fornia Retail Hardware and Implement 
Association. 


President Duhring Starts the Ball 
Rolling 
President Fred T. Duhring put the 


convention on the job from the first 
tap of the gavel. He began by intro- 


ducing Llew S. Soule, editor of Harp- 
WARE AGE; George M. Gray, secretary 
of the Ohio Hardware Mutual Insur- 
ance Co., Coshocton, Ohio, and Herbert 


P. Sheets, secretary, National Retail 
Hardware Association, Argos, Ind. 

Then, after the reading of the 
minutes of the previous meeting, he 
launched into one of the most practical 
talks a president ever gave his associ- 
ation. He gave credit to that very effi- 
cient secretary, Le Roy Smith, for what 
he had done to make the association 
successful, but omitted telling the dele- 
gates what he himself had done along 
the same constructive lines. He recom- 
mended definite action toward getting 
the annual congress of the National 
Association to meet in California in 
1924, and the recommendation , was 
acted upon with characteristic Cali- 
fornia promptness and “pep.” 

He told of the group meetings held 
last year and advised that they be 
continued. “He traced the progress 
in the freight bureau and urged the 
adoption of an association collection 
bureau. He further advocated an ex- 
hibit in connection with future conven- 
tion. Mr. Duhring declared that crop 
prospects are most promising but said 
that clouds of uncertainty hang over 
the coming fall due to conditions in 
Europe, which constitutes our great 
surplus wheat market. “If the jarring 
people of Europe could be induced to 
cultivate more of the spirit of kindness 
and less of hate,” he said in conclusion, 
“how promising it would be for world 
peace and world trade.” 


Secretary Smith Makes Recommenda- 
tions 


Next came the report of Secretary 
Le Roy Smith, brimful of worth-while 
material. Roy told of the eighty-seven 
new members taken into the association 
during the past year, making the’ total 
membership 546, or 90 per cent of all 
the hardware dealers in the territory. 
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He then took up implement matters and 
said: “Some day the implement manu- 
facturers will wake up and will realize 
that the retail merchant is entitled 
to a fair profit. The retail business, 
he said, should show an average profit 
of 7% per cent on sales. He told of 
thirty-four group meetings held over 
the territory last year and advocated 
their continuance. 

Among his worth-while recommenda- 
tion were: A hardware exhibit to be 
held during the convention next year, 
and the establishment of an associ- 
ation collection department. He also 
recommended the establishment of a 
widows and orphans’ fund, to which 
hardware merchants and their em- 
ployees would be eligible, with the 
president, vice-president and _ associ- 
ation secretary as trustees; 10 per cent 
of the premiums to be carried in a 
separate fund to defray the expenses; 
the beneficiaries to be paid $1 for each 
member in the fund up to even hun- 
dreds until the surplus reaches five 
times the membership, after which they 
would receive $1 for each member. All 
of Roy’s recommendations were adopted 
and will be put into effect at once. 

At this session a resolution was 
passed to wire Congress asking the 
California members to support the 
Stevens-Kelly bill governing the re- 
sale of merchandise. The time of send- 
ing the message was left to the discre- 
tion of the secretary. 


Llew Soule Talks on Personal Elements 


The principal address of the after- 
noon session dealt with the personal 
element in business and was delivered 
by Llew S. Soule, editor of HARDWARE 
AGE. It was full of practical pointers, 
and was well received. 

Following Mr. Soule’s talk F. S. 
Jefferies, secretary of the San Fran- 
cisco Credit Men’s Associaton spoke 
at length on the subject of credits and 
collections. He declared that credit 
was rated too cheaply, that it is not 
capital and should not be used for 
fixed investments. The terms, he said, 
are too long generally, and as a result 
the interest eats up the merchants’ 
profits. He decried the fact that many 
dealers overbuy and fail to take dis- 
counts. No firm, he declared, should 
carry more than one month’s business 
on its books. He cited the fact that 
there were 22,400 retail failures last 
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Left to right: H. P. Sheets, Argos, Ind.; Secretary Roy Smith, San Francisco ; 


Mrs. L. 8S. Soule, New York City, and George M. Gray, Coshocton, Ohio 


year, due mainly to carelessness, which 
is but a form of incompetence. Fail- 
ures add to the general expense of 
business, he argued. He advised mer- 
chants to make their customers prove 
their right to credit before extending 
it to them. 

Following this address the Watson- 
ville plan of credits and collections was 











Two California secretaries—H. L. Boyd, 
Los Angeles, and LeRoy Smith, San 
Francisco 


explained and there was a general dis- 
cussion along credit lines. The closing 
talk of the session was that of A. P. 
Lange, California Policy Holders 
League, on lower insurance rates. 
The evening was devoted to a get- 
together meeting where films on Cali- 
fornia were shown to the delegates. 
The Tuesday morning session, Feb. 
20, was given over principally to gen- 
eral discussions, although there was a 
very interesting address on “Problems 
of 1923” by George H. Eberhard, presi- 
dent of the George H. Eberhard Co. 
The delegates then had luncheon as 


guests of the San Francisco Rotary 
Club, after which the convention re- 


sumed its work and devoted several 
hours to insurance problems. George 
M. Gray, Coshocton, Ohio, was the 


principal speaker and gave the assem- 
tled dealers much valuable information 
in regard to their insurance policies. 
He used a blackboard and showed the 
dealers how to figure the 80 per cent 
co-insurance clause and the _ three- 
quarters value clause. A discussion 
followed in which the delegates very 
generally participated. 

During the latter part of the session, 
Secretary Herbert P. Sheets of the 
National Retail Hardware Association, 
gave a very practical address on better 
merchandising. Mr. Sheets took up 
the costs of distribution which he de- 
clared to be one of the most pressing 
problems business men have to solve. 
He compared the overhead costs of re- 
tailers and wholesalers and said that 
they were too near alike. It is pos- 
sible, he said, that retailers are asking 
too much in the way of expensive ser- 
vice from the jobbers and are thus 
partly responsible for the high cost of 
wholesale distribution. If the efficient 
grocer can turn his stock eight, ten or 
twelve times a year, he said, the effi- 
cient hardware man should be able 
to turn his stock at least four or five 
times. 

The address was along the lines of 
that delivered at the Denver, Spokane 
and Portland conventions, and reported 
in those convention reports. It was 
intensely practical and interesting to 
all who heard it. 

Other talks at this session included 
on better advertising by R. C. Ayers, 
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Missouri Dealers Stress Relationship of 
Farmer and Retailer | 





Banner Meeting 
at St. Louis, 
Feb. 27—March 1 
—Important 
Resolutions 


Adopted 





Dealers Pledge 
to Increase 
Membership to 
1000—G. M. 
Rinie New 
President 


Retiring President A. M. Hoffman, Secretary F. X. Becherer and 
President G. M. Rinie 


HE convention and exhibit of the 
Missouri Retail Hardware As- 
sociation, St. Louis, Feb. 27, 28 
and March 1, is said to have been 
the largest and best hardware conven- 
tion held in the State. The Missouri 
association now numbers about 700 
members and showed a decidedly sub- 
stantial increase during the past year. 
A drive will be made to bring the 
membership up to 1000 by the next con- 
vention and the officers as well as the 
dealers present pledged themselves to 
work untiringly for more members. 
Group meetings were discussed and 
plans made for the extension of this 
form of association activity. 
Due to the remodeling of the 
Planters’ Hotel it was necessary for 
the Missouri dealers to find, at the last 
_moment, another place for their exhibi- 
tion and convention. The Marquette 
Hotel was secured and the entire lobby 
and mezzanine floor transformed into 
a hardware display of unusual attrac- 
tiveness. 


Officers for 1923 


The new officers for the coming yeur 
are: G. M. Rinie, St. Louis, president; 
J. F. Parrish, Hamilton, vice-president; 
J. G. Wade, Monroe City, treasurer. 
The following were elected to serve on 
the executive committee for three 
years: C. C. Carter, Carthage, and 
A. M. Hoffman, Sedalia; for one year, 
Ward Hamel, De Soto. 

The convention was opened 
Tuesday morning, Feb. 27, 
with singing under the direc- 
tion of J. Glenn Lee and B. 
E. Lemen, who also furnished 
some fine solos during the ses- 
sions. The invocation was of- 
fered by E. J. Faut, Brook- 
field, and President A. M. Hoff- 
man welcomed the dealers to 
the meetings and exhibition. 

Several exhibitors and job- 
bers addressed the meeting 


Association, Hot Springs, 


briefly. George Simmons spoke of the 
progress being made by the Winchester- 
Simmons Company. J. P. Margeson, 
Jr., vice-president of the Winchester- 
Simmons Company of St. Louis, spoke 
of the low stocks existing in jobbing 
centers and the inability to get full sup- 
plies, urging the dealers to specify as 
far as possible for merchandise they 
would need. He stated, however, that 
there had been a remarkable improve- 
ment in the wholesale stocks in the past 
thirty days. H. W. Geller of the Geller, 


Ward & Hasner Co., St. Louis, cautioned, 


the dealers to carefully figure their 
overhead and salaries. He told of his 
firm’s program to increase their sales 
$1,000,000 during the coming year. He 
mentioned the new bond issue of $88,- 
000,000 for the City of St. Louis, which 
will give it many added improvements 
and further increase its position as a 
market and a convention city. He also 
asked the dealers to specify as far 
ahead as possible for their require- 
ments. His sales manager, H. J. Hop- 
kins, told of the price service which his 
company is issuing, the fine results ob- 
tained and the increasing interest in 
this form of service. J. H. Dickbrader, 
Washington, Mo., a past president, was 
also introduced to the convention. 


Present Business and Prospects 
R. W. Shapleigh of the Shapleigh 
Hardware Company gave the conven- 








Three of the principal speakers—E. T. Merridith, Des 
Moines, Iowa; Hamp Williams, vice-president National 


Gorby, Cyclone Fence Co., Waukegan, II. 


Ark., and Capt. John W. 


tion some decidedly pertinent and in- 
teresting facts relative to present busi- 
ness and future prospects. Mr. Shap- 
leigh said business was being conducted 
under better conditions today, although 
the problems had grown very complex. 
With increasing expenses, Mr. Shap- 
leigh believes, that business men will 
have to work harder and pay more’ 
attention to details of their business 
and also to their expenses. He thinks 
that the present high plane of living 
is not going to change for some time 
and that labor costs as a whole will 
stay up. He further stated that pres- 
ent prices were on reasonable levels 
and that quick expansion of business 
was not healthy. 

C. H. Jackson of the E. C, Atkins & 
Company made a brief talk and then 
introduced J. E. Johnston who played 
several musical selections on a stock 
hand saw. Trade paper representatives 
delivered brief addresses and several 
of the ladies present were also called 
upon to speak. 

The balance of the morning session 
was given over to a question box under 
the direction of Rivers Peterson who 
directed the talks around stock turn. 
Some very interesting points were 
brought out in this session. It was 
suggested that increased advertising 
was a good means of increasing stock 
turnover and that the reduction of sell- 
ing prices on slow sellers also served 
to move considerable merchan- 
dise. A general discussion 
followed the conclusion of this 
address, 


Frank Stockdale Speaks 


Frank Stockdale opened the 
afternoon session with a talk 
on “How to Build a Selling 
Program.” He used many of 
the points brought out in the 
morning session. He also 
praised the efficient work of 
Congressman Sydney Ander- 
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A. L. Kitchell, Morrisonville; ; Vice-President J. F. Parrish, Hamilton; 
Treasurer J. G. Wade, Monroe City, and E. J, Faut, Brookfield 


son of Minnesota for the comprehen- 
sive report on distribution. He em- 
phasized the importance of analyz- 
ing every business and knowing at all 
times whether it was good or bad. Mr. 
Stockdale recommended a six months’ 
inventory or better still a perpetual in- 
ventory. He stated that in three or 
four years, general inventories would 
be taken with 10 to 15 per cent less 
trouble. He also recommended inven- 
tories at selling prices. 

He condemned the practice of adver- 
tising merchandise to retailers 
showing large “profits” when, 
as a matter of fact, the large 
percentage of the so-called 
“profit” .was eaten up by the 
margin. Dealers should buy 
in cold blood and sell with en- 
thusiasm, said the speaker and 
added that they should buy 
only merchandise that will sell 
and make a profit for them. 

Stocks should be reduced to 
a minimum and sales increased, 
according to Mr. Stockdale, as 
the first step in building a 
selling program. He said there 
were four essentials to be considered; 
expenses, margin, sales and_ stock. 
Every dealer should know what his 
profit making lines are and in dull 
months should build a program to 
stimulate sales and keep up their 
volume. 

Dealers were asked to make their 
decisions at the convention as to their 
future programs and business policies 
and then report the results obtained at 
the convention to be held the following 
year. 


President Hoffman’s Address 


President A. M. Hoffman delivered 
his address at this meeting. He asked 
the dealers to maintain an intimate 
contact with each other and stressed 
the educational advantages of the as- 
sociation and convention. The associ- 
ation progress ~was commented upon 
and plans were outlined for the group 
meetings for the coming year. Secre- 
tary F. X. Becherer, was lauded for his 
work and attention was directed to the 
large road building campaign of the 
State from which the dealers should 
profit. The better condition of the 
farmer was emphasized and Mr. Hoff- 
man said that farm prospects were 
very favorable. He also stated that 
labor throughout the State was em- 
ployed at satisfactory wages and that 
in a sense the retailer was on trial, 


making it necessary for him to pull 
ahead. 

Secretary F. X. Becherer, St. Louis, 
then read his report in which it stated 
that 107 days had been expended in 
field work, 107 towns visited and 230 
members and 162 non-members called 
upon. Attention was also called to the 
amount of money returned from freight 
audits and the very satisfactory growth 
of the association. A price service was 
indorsed and two Missouri jobbers are 
now issuing this service. 





All from St. Louis—J. A. Johnson, E. J. Creissen and 
William Kempf 


Mr. Becherer cautioned dealers 
against over buying and said that stock 
should not run over 5 per cent above 
normal. Duplication of lines should 
be avoided, he said, and stores should 
be made neat and attractive, particu- 
larly to the housewife trade. Old stock 
and slow movers should be cleaned out, 
even if at a sacrifice and all guesswork 
should be eliminated when it came to 
accounts and bookkeeping. 

Members were urged to help defeat 
the “Quail Bill” which will practically 
eliminate the sale of automatic and 
pump shot guns in the State if it be- 
comes a law. The secretary asked the 
dealers to help build the association up 
to 1000 and also offered his services to 
any of them for group meetings. 

A report was made as to the satis- 
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factory audit of the books and Treas- 
urer J. G. Wade showed the sound 
financial condition of the association. 

“Sales Building” was the subject of 
the question box under Rivers Peterson. 
The question of letting outside com- 
panies finance sales on household equip- 
ment was discussed as was advertising 
and personal solicitation. C. T. Wood- 
ward, Carlinville, Ill., told how the sale 
of marbles had brought hundreds of 
youngsters into his store. It was 
brought out that 80 per cent of the 
purchases made in this country are 
made by women and the importance of 
getting the housewife into the store 
was stressed. One dealer told how by 
distributing free crystals for radio sets 
he had built up a nice business in that 
line. Another dealer told of establish- 
ing a department in which nothing sold 
for over 25 cents. He opened this new 
room last August. The value of the 
stock was one-fifth of his hardware 
stock but his sales first amounted to 
one-third of his hardware sales and 
now average one-half. 

The Geller, Ward, Hasner & 
Co. entertained most of the 
dealers at a noon luncheon 
where price service was dis- 
cussed and suggestions made 
for the continuance of it. 

The Wednesday morning 
session, Feb. 28, was opened 
with a talk by B. Christian- 
son, assistant secretary of the 
Wisconsin Retail Hardware 
Association. His subject was 
“The Value of Turnover in 
Merchandising Success.” This 
talk had been delivered at the 
Illinois convention and has al- 
ready been reviewed. It is needless to 
say that Mr. Christianson put it across 
in fine shape and convinced the dealers 
that the sole aim of a good business 
should be profit, if it was expected to 
prosper. . 

Considerable time was then devoted 
to the question box conducted by Rivers 
Peterson. One dealer said that he had 
reduced his book accounts 331/3 per 
cent when he began to charge interest 
on overdue accounts. Other dealers re- 
ported success with two-price systems, 
showing cash and credit prices. Local 
credit ratings were discussed to some 
extent. It was strongly impressed upon 
the convention by several dealers that 
the only way to meet mail order com- 
petition was to buy merchandise at a 
price which would enable them to com- 





H. C. Hunter, Clarksville; H. B. Reichenbach, president St. Louis Association ; 
H. W. Geller and H. J. Hopkins, Geller, Ward &€ Hasner, St. Louis, and M. G. 
Schact, St. Louis 
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pete; in other words the retail price of 
the article must be the first considera- 
tion. Price service was also commended 
at this meeting as an effective force 
against catalog house business. Some 
dealers complained they could not 
secure express receipts from their local 
agent and consequently could not have 
them audited for mistakes. It was 


explained, to them that all express 
agents are bound to furnish full re- 
ceipts when demanded. 

A surprise was given the convention 





when E. T. Merridith, former Secre- 
tary of Agriculture under President 
Wilson, was introduced. 

He found the Missouri dealers inter- 
ested in exactly the same thing he was 
and that was the relation of the farmer 
to the retailer. Mr. Merridith said 
that agriculture was the controlling 
factor in our business. 

In 1870 there were 175,000,000 acres 
of improved land with 600,000 business 
houses in this country, said Mr. Mern- 
dith. In 1890 there were 350,000,000 
acres of improved land and 1,400,000 
business houses. In 1923 there are 
500,000,000 acres of improved land and 
2,000,000 business houses. There is at 
the present time a business house of 
some kind for every 275 acres of im- 
proved land. 

In 1866 the average acre produced 
$14 per year and ninety-five out of 
every 1000 business firms failed yearly. 
Then when the average yield had been 
increased to $15.50 per acre the busi- 
ness failures amounted to only sixty- 
five out of 1000. In other words he 
showed that whenever land values went 
down failures increased and vice versa. 


Farmer’s Condition Improving 


Farmers are taking $3.50 more per 
acre this year out of their farms than 
last year, said Mr. Merridith, which 
makes about $300 more per farmer. 
He then showed how this $300 in being 
spent in a community went through 
about ten concerns and _ represented 
$3,000 worth of business. If 100 
farmers spent their $300 in their local 
communities this year it would mean 
$300,000 worth of business and so on. 

The farmer should be sustained local- 
ly according to Mr. Merridith and the 
retailer should cooperate with him. It 
was pointed out that farmers were now 
receiving more for milk and eggs than 
for wheat. He asked every dealer to 
follow the various bills going through 
Congress which affect the farmer. All 
dealers were asked to cooperate in 
every way they could to bring dairy 
tests, seed tests, better farm buildings 
and rotation of crops into their local 
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communities. He made a fine sug- 
gestion that many dealers will follow 
and that is to secure from the Govern- 
ment bulletins on vital subjects to the 
farmer and mail them out to their 
customers. 


Gorby Talks Turnover 


In the afternoon, Capt. John W. 
Gorby of the Cyclone Fence Company, 
delivered an able address on “Turn- 
over.” Captain Gorby has been in 
great demand at the State conventions 


Past President 
J. H. Dickbrader, 
Washington; 
A, F, Slawson, 
De Soto, and 
W. E. Singley, 
Green City 


this year and much of his speech has 
already been printed. Captain Gorby 
said in part: “The need for education 
of retailers on the subject of turnover 
is urgent. It is not exaggerating w 
say that any merchant who masters 
the subject of turnover of stock and 
applies the lessons he has learned in 
the management of his store, is on the 
right track to solid and continued pros- 
perity.” Concrete examples were given 
showing how increased turnover would 
increase profits. 

“Business and Association Vision” 
was the subject of an address by Rivers 
Peterson. He told the story of the 
“Vision of Anton,” who made the first 
clock to be put in a tower so the people 
could see it, and how he planned the 
roads so those living at a distance could 
come to the town to trade and get the 
time of day. He likened Anton’s vision 
to the founder of the National Retail 


G. A. Pauly, 
C. T. Aarons and 
B. W. Feinstein, 
all of St. Louis 


Hardware Association pointing out 
how it had grown and developed. Mr. 
Peterson says that retailers must have 
vision in order to be successful and 
that vision is necessary to carry on the 
work of the future both as to the State 
and National associations. 

The dining room of the Marquette 
was completely filled on Wednesday 
night for the annual banquet. A mixed 
quartet furnished the music and the 
impromptu toasts by visitors and mem- 
bers made the evening bright. J. M. 
Campbell of Bowling Green, presided. 
Mr. Campbell is well known in hard- 
ware circles, having been president of 
the National Association and closely 
identified with his State’s activities. 
G. A. Pauly of St. Louis was chairman 





March 15, 1923 






and the Missouri association knows the 
right man to trust with an affair of 
this kind. It was a great success and 
Mr. Pauly deserves much credit. 

The last day of the convention, 
Thursday, March 1, started with an ad- 
dress by Hamp Williams. Mr. Williams 
is one of the best known hardware re- 
tailers in the country and his election 
to the vice-presidency of the National 
Retail Hardware Association found 
favor on all sides. Mr. Williams asked 
the dealers to back up their judgment 
with all the information they could 
get. He was much impressed with Mr. 
Merridith’s talk and took occasion to 
refer to it. 

Mr. Williams started in 1896 with 
$750 capital and last year his firm did 
over $550,000 worth of business. Some 
of the things he has used and found 
successful are: Giving away twenty- 
five settings of eggs each year; financ- 
ing boys in growing potatoes; securing 
pure blooded hogs in the community; 
distributing graded seed corn in the 
community and keeping records of the 
results. The same procedure was fol- 
lowed with cotton seed and popcorn. 
Each person who receives some of this 
seed from the Hamp Williams Hard- 
ware Company makes a certain return 
of seed the next season which gives the 
company the opportunity of distribut- 
ing more seed to its customers. 

One other thing which Mr. Williams 
told about that created considerable in- 
terest was the installation of a West- 
ern Union clock in his store to give 
time to any one who phoned in. 

William Bahn of Bahn Brothers, 
Cape Girardeau, Mo., told how his 
community had been very poor for 
farmers until a Guernsey association 
was formed and good cattle intro- 


duced into the country. He said that 
last year $180,000 had been paid to 
the farmers by the creameries and ice 





cream plants of his town, whereas a 
few years ago they had nothing. 

The resolutions committee offered 
condolences to the families of F. Rich- 
ards and A. H. Gruendler, both of St. 
Louis, members of the association, who 
had passed away during the past year. 

The resolutions committee resolved 
to apply the knowledge gained at the 
convention to their individual busi- 
nesses. It also indorsed the program 
to increase the membership to 1000. 
Cooperation with jobbers and manufac- 
turers was urged. The price service 
was praised and the bill prohibiting the 
sale of pump and automatic shot guns 
condemned. Group meetings were 
urged and plans made for an increased 
number this year. 
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Trade Commission Holds Burning of Mail Order 
Catalogs to Be Illegal Hindrance to 
Interstate Commerce Trade 


HIS is a sad story of how 
Nemesis finally overtook a big 
bunch of bold, bad _ business 

boosters in a small western city who 
recently ran afoul of the Federal Trade 
Commission in their efforts to keep at 
home the nimble dollar that so often 
finds its way into the mail order house 
till. After eighteen months of con- 
centrated investigation the commission 
has issued a solemn injunction to these 
violators of the sacred principles of 
“fair competition” to cease and desist 
forthwith. 

Inasmuch as the conspiracy which 
the commission has enjoined was car- 
ried through to a successful conclusion 
in September, 1921, after which the 
conspirators voluntarily ceased and 
desisted, the formal order will. not be 
so severe a blow as it might have been 
under other circumstances. 

The defendants in this interesting 
case are some leading citizens of the 
thriving town of Missoula, Mont. They 
are the merchants and other business 
men who compose the local Chamber 
of Commerce, aided and abetted by the 
enterprising manager of a local palace 
of the silver screen whose motto it is 
to do anything once in the interest of 
the old home town. 


Some Ludicrous Aspects 


Away back in October, 1921, I de- 
scribed to you the complaint filed by 
the Federal Trade Commission in this 
case. Even the formal phraseology 
employed by the commission in its in- 
dictment of the defendants could not 
relieve the affair of its ludicrous 
aspects and I therefore reproduce here- 
with the salient points of my account. 


WASHINGTON, D. C. 
March 12, 1923 
By W. L. CROUNSE 


The merchants of Missoula are noth- 
ing if not enterprising. Also, they be- 
lieve that Missoula money should re- 
main at home. But Missoula, being a 
prosperous community, was an invit- 
ing target for the mail order houses, 
and large sums were annually sent to 
Chicago, St. Louis and other big cities 
for things which the local merchants 
could probably have furnished for the 
same or less money and of better 
quality. 

The aforesaid local merchants finally 
decided that if a chamber of commerce 
was good for anything it could be used 
to keep money at home, and it was 
therefore decided to utilize its machin- 
ery for that purpose. According to 
the commission’s complaint the cham- 
ber did a good, workmanlike job. 

The general manager of the North- 
western Theaters Company, a concern 
operating a large palace of the silent 
drama, was drawn into the conspiracy 
to launch an altogether novel “clean- 
up” campaign. Missoula had staged 
many other clean-ups. It had collected 
and sold all its old papers for the bene- 
fit of the broken-down returned sol- 
diers; it had bartered its old tin cans 
for money for the old ladies’ home, 
and it had saved the surface of the 
school houses and other public build- 
ings until to use more paint would 
have been a sinful waste. 


A New Clean-up Stunt 


But nobody in Missoula had ever 
before thought of cleaning up the mail 
order house catalogs. To this job the 
chamber addressed itself—according 
to the indictment of the Federal Trade 
Commission. 


On the psychological date when the 
local merchants had reason to believe 
that the annual deluge of mail order 
house catalogs had reached their local 
addresses, the Northwestern Theaters 
Company announced in the home news- 
papers that on certain days it would 
admit children of the tender age of 
fifteen years and under to its highly 
elevating exhibitions of moving pic- 
tures upon presentation of any mail 
order house catalog—plus one cent for 
war tax—in lieu of the usual ticket. 
Special prizes were offered for the 
oldest catalog, for the newest, for the 
biggest, and for the one whose thumb- 
worn pages reflected the most pains- 
taking perusal. 


Rounding Up the Catalogs 


What the youngsters of Missoula 
did to the mail order house catalogs 
was aplenty—according to the Federal 
Trade Commission. Awaiting favor- 
able opportunity when father was at 
the office, mother shopping, and big 
sister out riding with her beau, the 
kids collected all the catalogs in sight 
and hastened with them to the movie 
theater. 

Presumably the chamber of com- 
merce redeemed the catalogs at a fair 
price from the manager of the North- 
western Theater Company. Anyhow, 
the commission charged that it ob- 
tained possession of them and de- 
stroyed them “by burning or other- 
wise.” 

The formal complaint in this case 
was issued Sept. 22, 1921. A detailed 
investigation was ordered by the com- 
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CURRENT NEWS 








DANIEL T. MALLETT SELLS 
HARDWARE DEALERS’ 
MAGAZINE 


New Owners Will Continue Publica- 
tion with Roy F. Soule 
as Editor 


Hardware Dealers’ Magazine, 253 
Broadway, has been sold by its founder 
and owner, Daniel T. Mallett, to the 
Johnson Export Publishing Co., Sev- 
enth Avenue and Thirty-first Street, 
New York City. The new owners will 
continue to publish the magazine under 
the editorship of Roy F. Soule, one 
time editor of HARDWARE AGE. 





Daniel T. Mallett 


Mr. Mallett started his business 
career in a retail hardware store. From 
1883 to 1885 he managed a retail hard- 
ware firm under his own name at New- 
ark, N. J. Early in 1885 he estab- 
lished the Daniel T. Mallett Hardware 
Co. at New Haven, Conn., and con- 
tinued in business there until 1890. 

In 1894 he founded the Hardware 
Dealers’ Magazine. Until 1900 Mr. 
Mallett personally edited the maga- 
zine. Since then it has been under 
the editorial direction of James H. 
Kennedy. 

Mr. Mallett is the author of two 
books—“Ideas for Hardware Mer- 
chants,” 1890, and “Life of Admiral 
Dewey,” 1898—which at the time of 
their publication were favorably criti- 
cised and well received. 

With the sale of the Hardware Deal- 
ers’ Magazine Mr. Mallett retires from 
active business. The future plans of 
the new owners have not as yet been 
definitely formulated, it is said, be- 
yond the appointment of Roy F. Soule 
as editor and vice-president of the 
company. 





Westinghouse Personnel Changes 


C. V. Woodward has been appointed 
manager of the Baltimore office of the 
Westinghouse Electric & Manufactur- 
ing Co., and F. C. Reed has been made 
meen of its Huntington, W..- Va., 
office. 


R. J. Ross has been appointed 





assistant manager of the transporta- 
tion division at the Philadelphia office, 
and W. F. James becomes manager of 
the industrial division, at the same 
office, succeeding R. F. Moon, who has 
resigned to accept the vice-presidency 
of the Atlantic Elevator Co., New York. 





Michigan Wire Cloth Co. Elects 
Officers 


The Michigan Wire Cloth Co., De- 
troit, has elected the following officers: 
Hugh O’Connor, president; Frank H. 
Croul, vice-president; C. E. Botsford, 
secretary. The board of directors con- 
sists of the officers and A. C. O’Connor 
and W. T. Barbour, all of Detroit. 





. American Tool & Mfg. Works 


Formed 


A. B. Cochrane, formerly district 
sales manager of the Steel & Tube Co. 
of America and the Mark Manufactur- 
ing Co., and Robert Hofstetter, for- 
merly engineer with the Illinois Tool 
Works, Chicago, and Nash Motors Co., 
Kenosha, Wis., have formed the Ameri- 
can Tool & Manufacturing Works, 652- 
54 West Lake Street, Chicago, and will 
manufacture special machinery, screw 
machine and punch press products. 





Grimes Lock & Hardware Co. Opens 
Plant 


The Grimes Lock & Hardware Co. 
has been incorporated in Ohio and has 
opened a plant at 1782 East Thirty- 
seventh Street, Cleveland, for the 
manufacture of garage and disc wheel 
locks and locks for various other pur- 
poses. 


Death of B. A. Warren 


Benjamin A. Warren, manager of the 
credit department of the Belknap 
Hardware & Mfg. Co., Louisville, Ky., 
died suddenly at his home in that city, 
Feb. 25. Mr. Warren was sixty-one 
years old. 





E. J. McCarthy Changes Position 


E. J. McCarthy, for several years 
secretary to C. L. Miller, vice-president 
American Steel & Wire Co., Pittsburgh, 
has been assigned to the office of George 
W. Jewett, in charge of operations at 
the wire mills in the Pittsburgh district. 
Mills of the company in Braddock, 
Rankin, Donora, Farrell and Allen- 
town, Pa., and Trenton, N. J., are 
grouped as Pittsburgh district mills. 





Gilliam Mfg. Co. Purchased 


The Perkins-Campbell Co., Cincinnati, 
letter goods manufacturers, has pur- 
chased the letter goods department of 
the Gilliam Mfg. Co., Canton, Ohio, and 
will move the machinery and equipment 
to Cincinnati, where an addition to the 
present plant of the company will be 
erected to house the new department. 





JOSEPH G. DEERICKS 
DIES SUDDENLY IN 
PITTSBURGH 


General Manager of Sales, Pitts- 
burgh Steel Co. Succumbs to 
Pneumonia 





Joseph Graham Deericks, since 1917, 
general manager of sales of the Pitts- 
burgh Steel Co., Union Trust Arcade, 
Pittsburgh, died at his residence on 
‘Shady Avenue in that city of pneumonia 
on Tuesday morning, March 6, after 
a short illness. 

-Mr. Deericks ‘was born in Cleveland, 
Ohio, on Dec. 23, 1871, and was edu- 





Joseph G. Deericks 


cated in the public schools of that city 
and in the Christian Brothers College. 
Mr. Deericks has been active in the 
selling end ef the steel business all his 
life. Some years ago he came to New 
York and was in the sales departments 
of the Sharon Steel Hoop Co. and the 
National Steel Co., both these concerns 
being later absorbed by the Carnegie 
Steel Co. He then went into the sales 
department of the latter company at 
Pittsburgh. Later he went to the sales 
department of the American Steel & 
Wire Co. in its New York offices, and 
had charge of sales of wire products in 
the Eastern district. In April, 1917, he 
resigned to go to Pittsburgh to accept 
the position of assistant general man- 
ager of sales of the Pittsburgh Steel 
Co., and in October, 1917, he was ap- 
pointed manager of sales of that con- 
cern, succeeding Edmund Steytler. 

Mr. Deericks was a member of the 
American Iron & Steel Institute, the 
Ohio Club and the Engineers’ Society, 
all of New York, also of the Duquesne, 
Oakmont and Pittsburgh Field Clubs 
and of the Pittsburgh Athletic Associa- 
tion. He is survived by his widow and 
two sons, Joseph L. Deericks and 
George L. Bollinger and one brother, 





Bernard G. Deericks of Cleveland. 
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Three Hundred at Boosters’ Smoker | 


Nearly three hundred hardware 
dealers, jobbers, manufacturers and 
salesmen attended the fifth annual 
smoker and entertainment of the New 
York Hardware Boosters, March 9, at 
the New York Turn Hall, Lexington 
Avenue and Eighty-fifth Street, New 
York City. The entertainment was 
well managed by the entertainment 
committee of the Boosters, of which 
C. C. Dietrich is chairman. 


Masback Hardware Co. Adopts 


Decimal System in New Catalog 





The decimal system of packing and 
pricing has been definitely adopted by 
the Masback Hardware Co., Ine., 

. wholesale hardware distributors, 82-84 

Warren Street, New York City. In its 
new catalog which has just been issued 
to the metropolitan trade the decimal 
system has been followed throughout, 
although no prices are quoted. The 
new book contains 2008 new items not 
listed in the company’s old catalog 
issued in 1918. Dealers will be quoted 
net prices on items they are interested 
in by the salesmen of the company who 
have been supplied with a loose leaf 
catalog having interleaved printed price 
pages. The purpose of the catalog, it 
is said, is to simplify buying for the 
dealer by the use of the decimal system 
and full-page color illustrations. 

The salesmen’s catalogs were dis- 
tributed recently at a sales meeting held 
at the company’s offices. John J. Arm- 
strong, secretary, who has been with 
the firm twenty-five years, and who did 
most of the principle work compiling 
the catalog, was presented with a gold 
cigarette case by the salesmen and ex- 
ecutives of the house. It was stated 
that the company now has eleven auto 
trucks making daily deliveries in the 
metropolitan district. Following the 
meeting sixty salesmen and department 
heads attended a beefsteak dinner given 





by the company. 


Salesman for 50 Years Given Ban- 
quet in Philadelphia 


Theodore F. Mulford, who for the 
past fifty years has represented Shields 
& Bro., 521 Market Street, Philadel- 
phia, Pa., was tendered a testimonial 
dinner by the company on March 12. 
Mr. Mulford first became connected 











Theodore F, Mulford 


with the company March 11, 1873, and 
is still covering his original territory 
in New Jersey, Pennsylvania and 
Maryland. He has a very pleasing 
personality and is held in high esteem 
by the trade. When Mr. Mulford first 
became connected with it the firm was 
composed of James Shields, Samuel F. 
Wilson, John R. Griffith and Ebert W. 
Smith, all of whom have since died. 
The present firm is composed of the 
sons of the original founders, the per- 
sonnel consisting of Paul A. Griffith, 
William K. Wilson, Charles F. Griffith 
and Edward J. Griffith. 





Company Resumes Former Name 


The name of E. I. Horsman & Aetna 
Doll Co., manufacturer of dolls, 15 
Union Square, West, New York, N. Y., 
was changed March 1 to E. I. Horsman 
Co., Inc., which was the name formerly 
used by the company. The business 
was established in 1865 and incorpo- 
rated in 1901 under the name of E. I. 
Horsman Co., the name being changed 
to E. I. Horsman & Aetna Doll Co., 
1909. There will be no change in the 
officers or the policy of the company. 





To Develop European Trade 


Kurt Munzinger, foreign sales rep- 
resentative, Pratt & Lambert, Inc., 
sailed Feb. 20 on the “Berengaria” for 
Europe. He will pass through Paris 
on his way to Spain, where he will 
remain for several months, develop- 
ing business there. From Spain he will 
go to Holland, Denmark, Norway, 
Sweden and Finland. 





New England News Notes 


The Atlas Tack Corporation’s net 
sales last year were $2,367,236, where 
as in 1921 they were $1,809,121, and 
the year before that $3,044,265. Net 
profits before federal taxes amounted 
to $130,269, as against $104,099 in 
1921. 


William O’Brien, manager Terryville 
Hardware Co., Terryville, Conn., has 
purchased the business of the Rock- 
well Hardware Co., Bristol, Conn. Mr. 
O’Brien will devote most of his time to 
the Bristol store. Raymond Callahan 
has become associated with the Terry- 
ville store. 


Fogel Hardware Co. Sold 


Home Sampson and Harry Baugn, 
Washington Court House, Ohio, have 
purchased the Fogel hardware store in 
that city and will conduct it under the 


name of the Sampson Hardware Co. 








Executives and sales force of the Masback Hardware Co., Ince. 
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Reading Hardware Co. Expands 


In order to acquire additional manu- 
facturing facilities the Reading Hard- 
ware Co., Reading, Pa., is to erect a 
seven-story concrete and brick annex 
to its plant. The new plant is to be 
a fireproof concrete and brick struc- 
ture, 90 x 240 ft. It will be built and 
equipped along the most modern lines. 
The need for additional production 
facilities has been caused, it is said, 
by the growth in the volume of busi- 
ness done by the company, which is 
also planning to increase its capital 
stock from $1,700,000 to $3,000,000. 


Editor American Exporter Resigns 


B. Olney Hough, for many years past 
editor of the American Exporter, has 
relinquished that position to establish 
himself as export counselor, consultant 
and adviser to banks, exporters and 
manufacturers, with offices under the 
style of B. Olney Hough, Inc., 17 Bat- 
tery Place, New York. He will con- 
tinue to act as export and technical 
adviser and writer for the American 
Exporter, with the title of contributing 
editor. 


Cincinnati Victor Co. Formed 


Following the merger of the T. J. 
Corcoran Lamp Co., and the Corcoran- 
Victor Co., a new corporation, called 
the Cincinnati Victor Co., manufac- 
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turer of automotive lamps and equip- 
ment, 712-20 Reading Road, Cincinnati, 
Ohio, has been formed to take over the 
Corcoran-Victor Co. The merger in- 
volves the acquisition of the Reading 
Road plant, including the building, ma- 
chinery, good will, trademark and pat- 
ent rights on ail the products sold 
through jobbers. The Cincinnati Vic- 
tor Co. assumed actual management 
and control March 1, the personnel of 
the organization being made up largely 
of the old organization. 


Ski Sales Strong 


As a result of the steadily increas- 
ing interest in winter sports through- 
out the United States, the sale of skiis 
has been exceptionally large this year, 
according to a statement ot the North- 
land Ski Mfg. Co., St. Paul, Minn. The 
demand for “Northland” skiis, it is 
said, necessitated the use of day and 
night factory shifts. The demand has 
been especially strong for special mod- 
els—jumping and racing types. 





C. H. Hossler Hardware Co. Formed 
The C. H. Hossler Hardware Co., 


and will open a store at 1610 Mahoning 
Avenue. he officers are C. B. Morris, 
president; J. V. Mathews, vice-presi- 
dent; T. N. Aren, secretary, and Clyde 


| Youngstown, Ohio, has been organized 


| Hossler, treasurer and manager. 
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Wage Agreements Reached in 
Pittsburgh Building Trades 


Wage scales in the Pittsburgh, Pa., 
building trades were adopted last week 
for employers and craftsmen covering 
about 65 per cent of the employees. 
Increases ranging from 4 to 10 per 
cent were given the men over the rates 
now in effect, and most of which ex- 
pire on May 1 next. In money the 
increases range from 5% to 12% cents 
an hour, and, in detail, on the agree- 
ments entered into are as follows: 

Carpenters, $1.20, formerly $1.12%, 
an hour, 


Sheet metal workers, $1.17% ($1.20 
after July 1), formerly $1.12%, an 
hour. 

Cement finishers, $1.12%, formerly 
$1, an hour. 

Hoisting engineers, $1.12% to $1.25, 
formerly $1 to $1.121/3, an hour. 

Plasterers, $1.37%, formerly $1.25, 
an hour. 

Electricians, $1.20 ($1.25 after June. 
1), formerly $1.12%, an hour. 


Steamfitters, $1.25, formerly $1.12%, 
an hour. 


All these settlements, as with others 
in the building trades, are made on the 
basis of eight hours, constituting a 
day’s work, with time and a half pay 
for overtime work beyond eight hours 
and double time for work Saturday 
afternoons, Sundays and holidays, and 
after midnight. 
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WEEKLY SUMMARY 


Further Advances Predicted—Shortages Expected—Current Advances 


ISING costs of metals, cotton and other raw materials necessary in the manufacture of 
hardware items are expected to bring about further advances in finished hardware. 
Staple lines are in moderate demand. The deliveries of spring goods are hampered by freight 
terminal congestion coupled with an inadequate supply of cars and locomotives. 
Jobbers anticipate shortages in poultry netting, garden tools, screen wire and in other 


spring lines. 


The nail situation remains unchanged—the demand exceeding the supply. The 


various market centers show speculative interests and shaded prices. 
Current advances of 10 per cent have been made on padlocks, hand taps, machine screw- 


taps, stove bolt taps, carriage bolts, machine bolts, lag screws and casters. 


Some manufac- 


turers have advanced prices on wrenches, picks, wheelbarrows, auto jacks and other stand- 


ard items. 


NEW YORK 


Current Prices 


7 HERE are quite a number of price advances announced 
this week by local jobbers. Among the more important 
are the following: 

Soldering copper was advanced 2% cents per lb. 

Padlocks generally advanced 10 per cent. (This includes 
a majority of standard lines.) 

Hand taps, machine screw taps and stove bolt taps were 
advanced 10 per cent. 

Carriage bolts, machine bolts and lag screws were ad- 
vanced 10 per cent. 

Stove bolts were advanced 5 per cent. 

New prices have been announced on Cleveland Red Star 
line of wheelbarrows, showing approximately a 10 per cent 
advance. 

Coes wrenches now take a discount of 40 per cent to 40 
and 5 per cent. 

Agricultural wrenches now take a discount of 50 and 5 
per cent. 

Carriage makers’ clamps now take a discount of 40 and 
10 per cent. 

Copper rivets and burrs now take a discount of 25 per 
cent. 

Railroad picks take a discount of 45 per cent. 


Contractors’ picks take a discount of 40 per cent. 

Miscellaneous wire nails now take a discount of 70 and 10 
per cent to 75 per cent. 

Bassick furniture casters are said to have advanced 10 
per cent. 

Bassick truck casters are said to have advanced from 20 
to 33 1/3 per cent. 

Brass escutcheon pins now take a discount of 33 1/3 and 
5 per cent. 

Lane’s steel auto jacks now take a discount of 40 and 10 
per cent. 

Market Comments 
OBBERS and large retailers are exercising extreme cau- 
tion in buying at this time. Any speculative buying is 

confined to the small new and inexperienced dealer who is 
thought to be prompted by transportation difficulties. Buy- 
ing of staple lines is moderate, but consistent. The con- 
tinued bad weather is said to have been a slight deterrent 
on the early retail sales of garden tools and seeds. Local 
distributors express concern over rising raw material costs, 
noticeably in steel, iron, copper, brass and cotton. They do 
not advocate further advances on finished hardware, but 
say with rising manufacturing costs, there seems to be no 
alternative. 








Axes and Hatchets.—The condition 
of local stocks is fair. Buying is mod- 
erate, and no definite information perti- 
ag to any advances April 1 is availa- 

e. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
lb., $17 per doz. net; 3% to 4%-lb., 
$17.50 per doz. net; 5 to 5%4-Ib., $18.50 
per doz. net; 4% to 5%-lb., $18.50 per 
—_ net.; 5%-lb. solid, $19 per doz. 
net. 

Flint edge Rockaway pattern axes, 

3 to 4-lb., $18.25 to $19.25 per doz. net; 

3% to 4%-lb., $19.75 per doz net; 

4 to 5-lb., $20.25 per doz. net. 

Connecticut pattern axes, 3 to 3%- 

Ib., $19 per doz. net. 

Hatchets, full polished, half and 
shingling, No. 1, $18.80 per doz.; No. 

2, $19.40 per doz. 

Bolts and Nuts.—There has been a 
10 per cent advance on carriage, ma- 
chine bolts and lag screws, as will be 
noted in the corrected schedule. Buy- 
ing is consistent, and stocks are some- 
what broken. 


Jobbers’ quotations, f.o.b. New York: 
Square nuts, 4-in., 16c. to lic. per 





lb.; ¥s-in., 15c. to 16c. per Ib.; %-in., 
13c. to 14c. per Ilb.; ye-in., 12c. to 13c. 
per lb.; %-in., lle. to 12c. per Ib.; 
5-in., 10c. to llc. per lb.; %-in., 9c. 
to 10c. per Ib. 

Common carriage bolts, % x 6-in. 
and smaller, 25 and 10 to 25 and 5 
per cent; larger and thicker, 25 and 
10 to 25 and 5 per cent. 

Machine bolts, % x 4 and smaller, 
30 and 10 to 30 and 5 per cent; larger 
and thicker, 30 and 10 to 3) and 5 per 
cent. 

Lag screws, 30 and 10 to 30 and 5 


per cent. 
Semi-finished hexagon bolts, ~; and 
smaller, 65 per cent; larger and 


thicker, 60 per cent. 

Tinner’s rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
45 per cent; brass, 60, 10 and 5 to 
70 per cent from new list. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, steel bright finish, 75 
to 75 and 5 per cent. 

Iron rivets, 50 to 55 per cent. Solid 
copper rivets, 33% per cent. 

ck washers, }¥ to %-in., 70 per 


cent; *, to %-in., 70 per cent; {4 to 
l-in., 70 per cent. 

Expansion bolt shields, 65, 10 and 
5 per cent. 


Serew anchors, 75 and 10 per cent. 


Copper Tacks.—New prices have 
been announced on copper tacks, as per 
the following schedule. 

Prices to retailers, f.o.b. New York: 
Copper tacks, % in., 49c. per Ib.:; 

\% in., 47c. per lb.; 5% in., 46c. per Ib.: 

% to 1% in., 45c. per lb. These prices 

are net. 

Cotton Goods.—Up to the present the 
anticipated price advance on various 
cotton goods has not materialized, but 
jobbers still say they expect higher 
prices, due to a steadily rising raw 
material market. 

Fruit Jar Rubbers.—Although there 
has been a factory advance on jar 
rings, few wholesalers have advanced 
their prices. The demand has been 
pretty good, calling largely for deliv- 
eries May 1. Stocks are ample. 


Jobbers’ quotations, f.o.b. New York: 

Fruit jar rubbers, 80 to 85c. per gr. 
Prices vary according to grade, and 
also in different sections of the city. 
In 12 gross lots, 75c. per gross. 


Garden Tools.—Jobbers continue to 
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express apprehension on the possibility 
of a general shortage on all kinds of 
garden tools. Prices are unchanged 
and dealers have been receiving their 
shipments for the past ten days. 


Jobbers’ quotations, f.o.b. New York: 
Spading Forks.—Boys’ size, 4 solid 
steel angular tines, iron D handles, 
$8.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz. Same, 
better quality, $12.25 per doz. Same, 
with wood D handle, $16.53 per doz. 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 
Subject to 5 per cent additional dis- 
count for bundle lots. 

Manure Forks.—Malleable D handle, 
4 12-in. oval tines, strap ferrule, 
$12.25 per doz. Same, with wood D 
handle, $14.85 per doz. Fork with 5 
12-in. oval tines, wood D_ handle, 
strap ferrule, $18.25 per doz. Fork 
with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 
tines, 15-in., strap ferrule, wood D 
handle, $18.85 per doz. Same, with 
4 diamond tines, 15-in., $18.85. Extra 
heavy fork with 5 oval tines, 16 in. 
long, strap ferrule, wood D handle, 
$24 per doz. Extra heavy fork, with 
5 diamond tines, 16 in. long, strap 
ferrule, wood D handle, $33.25 per 
doz. Subject to 5 per cent additional 
discount for bundle lots. 

Malleable Iron Rakes.—8 teeth, $3.'7v 
per doz.; 10 teeth, $3.95 per doz.:; 12 
teeth, $4.40 por doz.; 14 teeth, $4.80: 
16 teeth, $5.2 Toy rakes with 6 
teeth, 4-ft. hesilea, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.: 
14 teeth, $8.45 per doz.: 16 teeth, $9.20 
per doz.; 18 teeth, $9.85 per doz. Steel 
gravel rakes, with 16 short teeth, 
$11.21 per doz. Extra heavy road 
rake, 6-ft. handle, steel teeth, 14 
teeth, $12.43 per doz.; 16 teeth, $13.17 
per doz. Steel bow rake, light pat- 
tern, made of one piece of steel, 12 
teeth, $7.25 per doz.; 14 teeth, $7. 50 
per doz.; 16 teeth, $7.85 per doz. 
Hay Forks.—Two oval tines, 12 in. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle, 6-ft. 
strap ferrule, $13.10. Fork with 3 
oval tines, 12 in. long, straight 414- 
ft. handle, $11.05 per doz.: 5-ft. bent 
handle, $12.20 per doz.; 6-ft. bent 
handle, $14.15 per doz. 

Garden Hoes.—Shank hoe, riveted 
steel blade, assorted 6%, 7 and 7% 
in., 4%-ft. handle, $4.14 per doz. 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 414-ft. handle, $6.92 
to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, iron D handle, $7.16 per doz. 
Garden set range from $10.71 to $23.18 
per doz. 

Garden Trowels.—6-in. solid socket, 
—_ steel, grip handle, $6.75 per 
OZ. 


Galvanized Sheets.—Small stocks and 
light buying characterize the. galvan- 
ized sheet market. Rumors of advances 
persist. 


Quotation to retailers f.o.b. New 
York: 


Galvanized sheets, 
$5.75, base. 


Hand Tools.—Buying continues very 
strong in this line at firm prices. Job- 
bers report that their stocks are barely 
ample for current demands. 


Jobbers’ quotations, f.o.b. New he yt 
Claw Hammers.—No. 1 size, $13. 
per doz.; No. 1% size, $12.74 per mg 
No. 2 size, $12.12 per doz. 
Machinists’ Hammers.—8-0z., 
per doz.; 12-0z., $8.40 per doz.; 
$8.60 per doz.; '20-0z., 
Hand Drilis.—Steel frame, nickel 
plated, cut gears, black enamel, 
length 1 in. without drill points, $2.30 
each. Same, large size, length 12% 
in., $2.42 each. Same, black enamel 
frame, 12% in. long with 8 drill 
points, $2.28 each. Same, solid steel 
frame, detachable steel handle, hol- 
low end handle, partly nickel plated, 
11 in., no drill points, $1.91 each. 
Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 


28 gage, $5.50 to 


16-02z., 
$9.45 per doz. 
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15-in., $2.85 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 


and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 


$1.40 each; 15-in., $1. 43 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 


Lawn Mowers.—The present demand 
for lawn mowers is fair, chief interest 
being shown for machines of the bet- 
ter grade. Stocks appear well assorted, 
and prices are firm. 


Jobbers’ quotations, f.o.b. New York: 
Lawn mowers, 3 blades, adjustable 


bearings, 8-in. drive wheels, 12-in. 
$5 each; 14-in., $5.30 each; 16-in., 
$5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, 12-in., $8 
each; 14-in., $8.80 each; 16-in., $8.65 
each; 18-in., $9 each. Ball bearing 
mower, 10%-in. raised open drive 
wheels, 4 tempered steel blades, reel 
6-in. in diameter, 14-in., $9.25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 


20-in., $10.85 each. 

Nails.—Light stocks and stiff prices 
are prevalent in the local market. The 
demand continues in most cases to ex- 
ceed the supply. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $4.00 to $4.05 base per 
keg. Blued wire nails, 3d fine, $5.65 
ne per keg. Cut nails, $4.35 base per 
e 


Wire nails and brads in small lots, 
75 to 75 and 10 per cent off list. 

bay nails, 1 x 12, per 100 Ilb., 
7.25 for galvanized and $5. 25 plain. 

WwW holesale prices vary in different 
parts of the city. 


Poultry Netting—Poor shipments 
are causing temporary embarrassment 
in the local market. There is a strong 
demand at firm prices. Stocks are 
very light, and the congested freight 
conditions emphasize this fact. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving, takes a discount of 50 per 
cent: an extra 5 per cent is allowed 
for factory shipments. 

Square mesh, 2 x 2, $5 per 100 sq. 
ft.; 3 x 3, $5.25 per 100 sq. ft.; 4 x 4, 
$5.50 per 100 sq. ft.; 6 x 6, $6 per 100 
sq. ft.; 8 x 8, $6.50 per 100 sq. ft. 
Extras, 4c. per sq. ft. for narrower 
then 24-in. and wider than 48-in. 


Rubber Hose.—Jobbers report a fair 
demand at steady prices. Stocks are 
adequate. 

Jobbers’ quotations, f.o.b. New York: 

Rubber garden hose, 
brand, 11%c. per ft. 
12%c. per ft. 
per ft. 

Sash Cord.—At press time there was 
no definite information available rela- 
tive to any price advances. With the 
raw cotton market advancing almost 
daily, there seems to be a likelihood 
of an alvance which local authorities 
predict will be in the neighborhood of 
from 4 to 6 cents per Ib. 

Jobbers’ quotations, f.o.b. New York: 

Cotton sash cord, 49c. to 50c. base 
per lb. 

Prices vary according to grade and 
differ also in different sections of.-the 
city. 

Screen Wire.—Jobbers are under the 
impression there will be a shortage for 
screen wire, as stocks are very light 
and demands are very heavy. 

Jobbers’ quotations, f.o.b. New York: 

Screen Wire.—Black, 12 mesh, $2.15; 
extra, 15c. 100 sq. ft. on less than 
24 in. Competitive grade, $1.90 to 
$2.20; extra, 15c. per 100 sq. ft. 
than 24 in., and 15c. for 100 sq. ft. for 
half rolls. 

Dull Finish.—Zine coated galvan- 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3. 


15; 13 mesh, heavy, $4.90. Extra 
same as black. 


brand, 
“Bull Dog” brand, 14c. 
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Bright.—12 x 13 mesh, $4 to $4.10; 
X H 14 mesh, $5.60 to $5.75; 14 mesh, 
$4.30 to $4.35. Extras, less than 24 
in., 15c. per C; over 48 in., 60c. per C. 

Copper.—14 mesh, $6.75. Extras, 15c. 
less than 24 in. No. 50 ft. rolls. , 

Bronze.—14 mesh, $7.25; 16 mesh, 
$7.75 to $7.85. Extras same as copper. 


Screen Door Hardware.——When the 
weather improves, it is thought that 
there will be a big demand for screen 
door hardware. Dealers already have 
been buying in fair quantities, in the 
belief that spring trade will be good. 


Jobbers’ quotations, f.o.b. New York: 

Screen door Catches.—Cast iron, 
diamond bolt with knob and lever 
handle, reversed bevel bent strike, 
outside plate 1% x 3% in. for doors 
7 to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, ‘with knob 
and lever handle, outside plate 1% x 
4% in. for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, $7.35 per doz. 
Wrought bronze in plain_highly = 
ished or antique copper finish, $14.8 
per doz. 

Mortise Screen Door Night Latches. 
—Lever handle for inside, knob for 
outside, lock case 3 x 2% in., front 
3% x 4% in., reversible 2 steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
= or antique copper finish, $18 per 
Oz. 

Screen Door Sets. — Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
sets. 

Spring Hinges.— Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
pairs. Cast iron with steel spring, 
3-in. japanned, $1.35 per doz. pairs. 
Cast iron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.75 per doz. pairs. 

5%4-in., 


bronze plated, dull brass or’ antique 
copper, $4.25 per gross. Cast iron, 
japanned, 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% in., pull 5 in. long; 
bronze, antique copper or dull brass 
finish, $1.90 per doz 

Screen Door Checks -—Rubber 
bumper, cast iron spindle, 85c. per 


~~ Spring. 





— Japanned, 
11-in., $4.68; 
$7.92 


Screen Door 
9-in., $2.64; 10-in., $3.3 
12-in., $5. 28: 13-in., $6: 14-in., 
per doz. less 40 and 10 per cent. 


Skid Chains.—The continued bad 
weather has kept up a good demand for 
skid chains and repair links. 


Jobbers’ quotations, f.o.b. New York: 
Skid chains, sets of 2, 30 x 3% in., 
$3 per sets 32 x 3% in., $3.34 per set; 
32 x 4 in., $3.67 per set; 33 x 4 in., 
$3. 84 per set: 35 x 4% in., $4.84 per 


set. 

Cross chains, 3% in., $4.85 per 100; 
4 in., $5.65 per 100; 4% in., $6 per 100; 
5 in., $7.16 per 100. 


Scythes.—Fair orders are reported- 


at firm prices. Stocks are moderate. 


Jobbers’ quotations, f.o.b. New York: 

Ribbed black grass scythes, black 
finish, $13.75 per doz. Polished, $17.50 
per doz. English grass scythes, $21 
per doz. 


Sprayers.—Reports indicate a good 
demand for all kinds of hand sprayers. 
New prices announced this week are 
given in the following schedule. 


Jobbers’ quotations, f.o.b. New York: 
Hand sprayers, Peerless, $4.10 per 
doz. Cyclone, $4.50 per doz. Radia, 
= per doz. Glass Tank, $5.85 per 
oz. 


P. S.—The Union Pin Co., Inc., 
Winsted, Conn., manufacturer of do- 
mestic and bank pins, have issued a 
trade bulletin dated March 3, announc- 
ing the withdrawal of prices on brass 
pins, and giving a schedule of discounts 
on paper pins and their various other 
kinds of pins. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Mar. 10. 
ORE advances were announced in 

L the local market this week and 
indications of higher prices in many 
lines are being received daily. Manu- 
facturers’ costs seem to be increasing 
and without question general prices 
will remain at present or go to higher 
levels. Mills in this vicinity are sold 
up for the first six months of the year 
which might indicate a continuation of 
the present heavy business throughout 
the balance of the year. 

Jobbers have about completed ship- 
ment of spring merchandise ordered 
earlier in the year and dealers who had 
the foresight to place orders some little 
time ago are well satisfied with their 
purchases when the present market is 
considered. Manufacturers announce 
several wage increases which will un- 
doubtedly affect local wholesale prices 
before long. 

Building keeps on at a great pace 
due principally to the open winter in 
this section. Lumber is now beginning 
to move to the smaller cities and towns 
in large volume and indicates the be- 
ginning of the building movement in 
smaller centers which has been delayed 
about six months, 

While advances are being announced 
daily and basic metal markets are be- 
coming stronger there is a marked ten- 
dency to keep advances down as far as 
possible. The distributors of the Middle 
West are likewise showing a tendency 
to hold off announcing advances until 
they are absolutely necessary. 

Indications in this territory point to 
a very good year ahead providing labor 
strikes do not materialize and other 
difficulties come up unexpectedly. Most 
retailers are preparing for’ a very 
active spring season. 

The hardware merchants of the 
Middle West showed a marked interest 
in all convention sessions and are evi- 
dently determined to approach the 
problems of present day merchandising 
with as much knowledge as possible. 
Buying, while liberal, due to the heavy 
demand, has nevertheless been gov- 
erned by the retail price which could 
be secured for the merchandise. Most 
of the hardware dealers in this sec- 
tion will first consider the salability 
of merchandise during. the balance of 
the year to enable them to show a 
profit instead of having their figures 
in red ink as in the two years just 
passed. : 


Alarm Clocks.—Shortage of nickel 
alarm clocks continues. Deliveries 
from manufacturers are slow. Orders 
are accepted by makers only at prices 
ruling at date of shipment. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in doz. 
lots, $11.04 in case lots; Blue Bird, 
$13.20 in doz. lots, $12.84 in case lots; 
Blue Bird, $18.96 in doz. lots, $18.36 
in case lots; Bunkie, $20.88 in doz. 
lots, $20.16 in case lots; Lookout, 
$13.20 in doz. lots, $12.84 in case lots; 
Sleepmeter, $15.12 in doz. lots, $14.64 
in case lots. 
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Automobile Accessories.—Sales are 
expected to be exceptionally large; in 
fact, orders are now coming in in ex- 
cellent volume. 


We quote from 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each; Champion 
Blue Box Line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.— Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motormeters.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric (Ford), $4.00 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
85c. each; National Standard, No. 21, 


jobbers’ stocks, 


$1.20 each. 

Pumps.— Rose, 1%4-in. cylinder, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. : 

Tires and Tubes.—30x3% non-skid 


fabric, $8.35 each; Cord, $10.85 each; 
Gray inner tubes, 30x3%, $1.35 each; 
red inner tubes, 30x34, $1.80 each. 

Non-Freeze.—Alcohol and Glycer- 
ine, 70c. per gallon. 


Axes.—The leading maker quotes on 
March 2 prices for fall shipment at the 
same figures which have been ruling 
for the past several months. An ad- 
vance of 50 cents per dozen is quoted 
effective on orders placed after April 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 a 
$13.50 doz. base; double bitted, $18.50 
doz. base: good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 


Bicycles and Tires.—Although the 
season has not opened, the demand is 
so brisk that it is becoming difficult to 
obtain deliveries from the factories. 
Some manufacturers have made slight 
advances in prices, and others are 
looked for a little later on. 


Bolts and Nuts.—All makers have 
made an advance in price. The market 
is exceptionally firm. Local jobbers 
continue to accept business at prices 
quoted as follows: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list: 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—Local prices 
are unchanged, although one of the 
prominent manufacturers recently 
came out with a 10 per cent advance, 
to be effective March 1. Manufacturers 
are booked to capacity with orders. 
The demand for builders’ hardware was 
never so great as it is at the present 
time, and there unquestionably will be 
a shortage. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3%4x3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4x4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr.; 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.40 
per set; cylinder front door sets, 
$7.50 per set. 
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Baseball Goods.—Future orders will 
likely be the heaviest in years. The 
shortage of this line last year caused 
dealers to specify more freely this year. 
Shortages in several lines are expected 
before the season is well started. An 
additional advance would not be un- 
expected. 

Chains.—Weldless coil chains (Tenso, 
American, Lock Link, etc.) have ad- 
vanced 5 per cent. Tie out chains are 
up 5 to 10 per cent, but halter chains 
are unchanged. The market is firm 
on other items, stocks are complete, 
and sales are very active. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: %-in. proof coil chain, 
$8.75 per 100 lb.; American coil chain, 
50 per cent off list; No. 00, 4% electric 
welded cow ties, $2.85 per doz. 


Coaster Wagons and Sleds.—Jobbers’ 
report they are booking nice sled busi- 
ness for future delivery. Coaster 
wagons continue to be in excellent de- 
mand, and from all indications, the 
business for 1923 will be exceptionally 
large. 


Copper Rivets and Burrs.—Copper is 
very strong and is steadily advancing. 
Recent advances amounted to 10 per 
cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 35 per cent discount. 


Cutlery.—Orders are coming in free- 
ly and from all indications, sales on 
cutlery will be exceptionally good this 
year. Recent wage advances indicate 
there may be a further advance in 
pocket cutlery about April or May 1. 
One large manufacturer recently in- 
creased wages 5 per cent, making the 
second 5 per cent increase in six 
months. 


Eaves Trough and Conductor Pipe.— 
Prices are much firmer, and a very 
satisfactory business is being booked. 

29-gage  65-in. tap joint gutter, 

$4.75 per 100 it.; 29-gage 3-iin. con- 

ductor pipe, $4.75 per 100 ft.; 29- 
gage, 1%4x8 in. ridge roll, $4.00 per 
100s ft. 29-gage -in. conductor 
elbows, $1.55 per doz. 


Field Fence.—Orders are coming in 
freely at the new advanced prices, and 
from all indications, sales will be ex- 
ceptionally good. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Field fencing, 62 per 
cent discount from lists. 


Files—There is some talk of ad- 
vances. Sales are excellent, and local 
prices are still the same as last re- 
ported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 

Fishing Tackle.—Indications are that 
there will be a shortage. Prices have 
advanced on silk and cotton lines. 

Galvanized Ware.—Producers of gal- 
vanized ware are reporting further in- 
creases in costs, while jobbers are 
accepting business at the old prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pairs, 8-qt., $2 doz.; 10-qt., 


$2.15 doz.; 12-qt., $2.35 doz.; 14-qt., 
$2.75 doz.; galvanized wash tubs, No. 
1, $6 doz.; No. 2, $6.85 doz.; No. 3, 
$8 doz. 
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We quote from jobbers’ stocks, 
f.o.b, Chicago: %-in. two-ply molded 
hose, 9% to 12%c. per ft.; %-in. cord 
hose, 8% to 10c. per ft.; %-in. 
wrapped hose, 13'4c. per ft. 


Glass Oven Ware.—Business con- 
tinues to be very satisfactory. Prices 


are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 188, $12 
doz.; No. 184, $14 doz. 

Casseroles. Oval, No. 193, $12 doz.: 
No. 194, $16 doz.; No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Bread Pans. —No 212, $7.20 doz.; 
No. 214, $12 d 

Utility Seen mie 231, $8 doz.; No. 
232, $14 doz. 

Tea Pots.—2-cup, $20 doz.: 4-cup, 
$24 doz.; 6-cup, $28 doz. 





Glass and Putty.—Replacements are 
slow, the market is firm, and the de- 


mand is increasing daily. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 lb. kits, 
$3.65; commercial putty, $3.60; Gla- 
zier’s Points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 


Hammers.—Manufacturers are _ be- 
hind with their orders. The cheaper 
grades, especially, are scarce and show 
a tendency to advance. Prices are firm 


on all grades. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
Ball Pein, $9 per doz.; Competitive 
forged nail hammers, $8 per doz.; 
cast steel hammers, $5 per doz. 


Hatchets.—The situation as to hatch- 
ets is about the same as last reported. 
Stocks are complete, and the demand 


continues to be heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $13.75 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
Competitive forged shingling hatch- 
ets, No. 2, $9.90 doz. 


Hickory Handles.—Prices are strong, 
and the demand is heavy. Replace- 
ments from the manufacturers are 


slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory Handles—No. 
1 hickory axe handles, $3 per doz.; 
No. 2, $4 per doz.; finest selected sec- 
ond growth white hickory handles, $6 
per doz.; special white, second growth 
hickory, $4.50 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hanimer handles, $1.40 per doz. 


Hinges.—While there has been no 
change in price on hinges since last 
reported, the market is very firm, and 
a large volume of business is being 
booked by both the manufacturer and 


the jobber. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in., 
$1.70; 8-in., $2.80; 10-in., $4.30 per doz. 
pairs. Extra heavy T hinges in 
bundles, 4-in., $1.56: 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 


Ice Cream Freezers.—Prices remain 
unchanged. Business is reported very 


satisfactory. 





Garden Hose.—Advances from 10 to 
15 per cent have been announced, but 
no change has been made in local prices 
as yet. Dealers are ordering out sea- 
sonable goods earlier this year. Job- 
bers report that a large bulk of their 
orders on garden hose has been shipped. 


HARDWARE AGE 








We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
l-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5, less 20-10 per cent. White 
Mountain, %-qt., $3.50; 1-qt., $4.90; 
2-qt., $5.70; 3-qt., $6.90; 4-qt., $8.30; 
6-qt., $1.50; 8-qt., $13.50: 10-qt., 
#18; 12-qt., $21.60. less 50 per cent. 
Arctic, 1-qt., $3.80; 2-qt., $4.60; 3-qt., 
$5.45; 4-qt., $6.80; 6-qt., $8.60; 8-qt., 
$11.10, less 50 per cent. 


Incubators.—Although the manufac- 
turers have been working on night 
shifts for over sixty days, they are 
about six weeks behind with their 
orders. They report that dealers are 
specifying freely. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount from all lists. 
Lanterns.—Sales on lanterns, natu- 

yally at this season of the year, are not 
at their peak. Jobbers report they are 
receiving very satisfactory orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz.; Monarch tin lanterns, hot 
blast, $8.25 per doz.; No. 2 Dietz lan- 
terns, cold blast, $13 per doz.; with 
large founts, $14.25 per doz.; scout, $6 
per doz.; the Little Wizard, $8.50 per 
doz. 


J iwn Fence and Gates.—Orders are 
being booked in excellent volume. 
Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 

Lawn Mowers and Grass Catchers.— 
There has been a tendency on the part 
of a great many dealers to increase 
their specifications on lawn mowers, in 
anticipation of the heavy demand that 
is expected this season. Manufacturers 
continue to work to capacity, and a 
possible shortage may be _ expected 
later on. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue. 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in, raised open drive 
wheel, 4 tempered steel blades, reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped. 
$9.50 each net. Some, 16-in., $9.95 
each net; some, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in.. $9 per doz. 
net; same for mowers 16 to 20-in., 
$10.50 per doz. net. 

Nails.—Some firms are asking $3.80 
per keg base for nails, however, local 
jobbers’ prices for the most part are 
still holding at $3.55. There continues 
to be a shortage of two-penny fine 
blued and large head roofing and gal- 
vanized nails. Jobbers report they 
have fair stocks on hand of standard 
sizes, but deliveries from mills at pres- 
ent are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.55 per keg base. The extra for 
galvanized nails is now $1.50 for 1-in. 
and longer; $2 for shorter than 1-in. 
Paints and Oils.—Chicago market 

quotations for the present week show 
linseed oil prices firm, and turpentine 
reduced 1 cent per gal. White lead has 
advanced % cent per lb. All of the 
staples are in excellent demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oi! —Raw. bbl. lots. $1.17 
per gal.; 5-bbl. lots, $1.12 per gal. 
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Linseed Oil.—Boiled, bbl. lots, $1.19 
per gal.; 5-bbl. lots, $1.14 per gal. 

Turpentine.—In bbls., $1.77 per gal. 

Denatured Alcohol.—In bbls., 46c. 
per gal. 

White Lead.—100-lb. kegs, 14%c. 
per lb.; 50-lb. kegs, 14% c. per Ib.; 25- 
lb. kegs, 14%c. per lb.; 12%-lb. Kegs, 
15c. per 

Dry Paste.—In bbls., 64%4c. per lb. 

Shellac (4-lb. goods).—White, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red. —In bbls., 
$3.50 to $6.75 per 100 Ib. 


Roller Skates.—Prices are higher, 
and goods are scarce. Sales are excep- 
tionally large, and another advance is 
expected. 


Rope.—Sales show a liberal increase. 
Prices are unchanged. 


Wequote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 18%c. to 20%c. 
per lb.; No. 2 manila rope, 17c. to 
18%c. per Ib. base; so-called hard- 
ware grade manila rope, 17%c. per 
lb.; No. 1 sisal rope, highest quality, 
standard brands, 14%c. to 16%c. per 
Ib. base No. 2 sisal rope, standard 
brands, 13\%c. to 15c. per Ib. base. 


Sash Cord.—Sales are very active. 
Manufacturers are exceptionally busy 
and are talking of another advance. 

We quote from jobbers’ . stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.80 per doz. hanks; No. 8, $12.50 
per doz. hanks. 

Screen Doors.—A large volume of 
business is expected this spring. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: bas 241, 26 x 6’6, 
$28.80 per doz.; yx 6’ 8, $21.75 per 
doz.; 2’10 x 6’ 10, 5522. 80 per doz.; 3 
x 7. $23.80 per doz. No. 296, 2 x 6, 
27.15 per doz.; 2 x 8, $28.20 per doz.; 

2 x 10, $29.55 per doz.; 3 x 7, $30.65 

per doz. 

Shearing and Clipping Machines — 
Prices are firm, and manufacturers re- 
port an excellent volume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball- 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping mr 
chine, all standard voltages, hangi: 
type, $80; pedestal type, $85; dealer’s 
discount 25 per cent. 

Screws.—While there has been no 
change in price, and it is questionable 
whether or not there will be an ad- 
vance, however, there are some of the 
manufacturers who have intimated that 
prices might stiffen. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 

Solder and Babbitt Metal.—Prices on 
all metals are very strong, with solder 
and babbitt metal holding up accord- 
ingly. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, oH per 100 lbs.; medium 45-55 
solder, 29 per 100 Ibs.; tinners’ 40-60 
solder, $28 per 100 Ibs. ; high-speed 
pabbitt ws $20 per 100 lbs.; stand- 
og No. 4 babbitt metal, $12 per 100 

Ss. 

Steel Goods.—Requests for early 
shipments are coming in from all sec- 
tions, which indicates that dealers ex- 
pect a strong demand, and want to 
forestall any possible shortage in the 
market. 

Stove Pipe and Elbows.—Prices are 
very strong with future advances ex- 
pected. Some manufacturers have al- 
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ready withdrawn from the market. No 
reduction seems possible this year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. Nested 
Blued Pipe, 14c. per joint; 30-gage 6- 
in. Nested Blued Pipe, 13c. per joint; 
28-gage 6-in. Blued Corrugated El- 
bows, $1.50 per doz.; 30-gage 6-in. 
— Corrugated Elbows, $1.35 per 
Oz. 


Steel Sheets.—Pittsburgh prices on . 


galvanized sheets are up 25 cents per 
100 Ibs., black sheets, 15 cents per 100 
Ibs. Local stocks are still complete, 
but delays in shipment must be ex- 
pected later on. Mills are booked with 
orders far ahead. Many of the in- 
dependents have advanced prices still 
more strongly. For the present, local 
prices remain as quoted. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, March 10. 


NORE or less confusion exists in 
4 the wholesale hardware market 
due to the great number of price 
changes being announced by the manu- 
facturers of practically all kinds of 
merchandise. Jobbers, and especially 
the shelf hardware houses, are unable 
to keep pace with the changes. This 
fact, coupled with continued active buy- 
ing by the retail trade, strongly sug- 
gests a runaway market. Following, 
one will note advances in various lines 
of importance, but the great price con- 
fusion is chiefly due to the exception- 
ally free marking up of relatively un- 
important items. In following a mar- 
ket of this kind it is safe to assume 
that practically all advances will aver- 
age 10 per cent, but the past week 
witnessed smaller uplifts, which might 
suggest one of two things—first, that 
the upward trend in these particular 
lines is nearing a peak, and second, 
that small but frequent advances are 
considered by manufacturers more de- 
sirable than one or two substantial 
mark-ups. 

Certain it is the retail trade is be- 
wildered regarding prices. They are 
following the lead of the jobbers as 
best they can. By so doing they un- 
questionably will not be able to take 
advantage of higher prices as quickly 
as they would in a less excited market. 
Their inability to keep up with values 
has created more or less caution in re- 
cent purchases, yet the volume of busi- 
ness in the aggregate shows no visible 
let down. 

It now appears reasonably certain 
that the transportation situation with- 
in a month or so will be back to or 
nearly to a normal basis. New Eng- 
land railroad officials are confident of 
this. Both wholesale and retail hard- 
ware dealers feel that a further cor- 
rection in the transportation problem 
will solve much of the business uncer- 
tainty. 

People in this section of the country 
are prosperous. Make a study of our 
savings bank reports if you do not be- 
lieve it. With a people prosperous, it 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage black 
sheets, $5.00 per 100 Ib. 


Wire Goods.—There has been a slight 
advance in poultry netting. There un- 
questionably will be a shortage of 
poultry netting and wire cloth this 
spring. Nearly all of the large produc- 
ers of these two items are out of the 
market for the time being, having more 
orders booked than they can possibly 
fill. There continues to be a heavy in- 
quiry for hog and cattle wire. Some 
advances have been reported on wire, 
but local prices are still unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 


wire, $3.55 per 100 lb.; catch weight 
is quite certain a potential buying 


power exists. It only remains for New 
England to experience a little real 
spring weather to bring out this buy- 
ing power in volume. 


Axes.—Local jobbing quotations on 
axes have been advanced 50 cents per 
doz. for those without handles, and 
$1 with handles per doz. Manufactur- 
ers’ quotations, it is reported, were 
marked up some time ago. Orders are 
being placed in this market for deliv- 
ery next fall. 

We quote from jobbers’ stocks: 

Axes.—Single bit, $14.50 per doz. 
base; double bit, $19.50. With han- 
dles, single bit, $18.75 per doz. 

Barbed Wire——The market here on 
barbed wire is 10 cents per 100 lb. 
higher and staples have been advanced 
in proportion. The new prices are in 
keeping with those quoted by mills. 
Quite a sizable tonnage for this terri- 
tory has been booked by the jobbing 
trade and shipments are being made to 
the retail trade as quickly as possible. 
Mills are backward in shipments to 
wholesale firms, however. 


We Boston 
stocks: 

Barbed Wire.—Glidden, common and 
two-ply wire, galvanized, in car lots, 
$3.65 per 100 Ib.; in less than car lots, 
$3.90. Waukegan, common and two- 
ply, 80-rod reels, $3.19 for large and 
$3.40 for small lots: two-ply twisted, 
$2.68 for large and $2.86 for small lots. 
Baseball Goods.—Wholesale houses 

have revised their quotations on all 
kinds and makes of baseball gloves in 
keeping with new lists made by the 
manufacturers some time back. The 
demand for all kinds of baseball goods 
is exceptionally good, that for bats 
leading other items. A majority of 
the wholesale houses have so'd one- 
half to two-thirds of their stock of 
bats, which is an indication there will 
be a shortage later in the season. 

We 
stocks: 

Bats.—Louisville Sluggers, assorted 
designs. $16.20 per doz.: Junior Slug- 
gers, assorted designs, $7.20; H. & B. 
branded. Professional League, $12: 
burnt oil finish. $10.80: King of Field, 
taped, $7.20: Junior League, $3.60; 
Cracker-Jack, $2. 

Gloves. — Fielders’ gloves. $6 to 
$30.50 per doz.; first basemen’s mitts, 
No. 604, $21.50 per doz.: No. 608, $29; 
No. 622, $38. Catchers’ mitts. No. 569, 
$11.50 per doz.; No. 274W, $18.50; No. 


quote from jobbers’ 


quote from Boston jobbers’ 
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spool galvanized cattle or hog wire, 
$4.20 per 100 lb.; 80-rod spool galva- 
nized hog wire, $3.67 per spool; No. 9 
galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $3.85 per 
100 1lb.; catch weight spools painted 
barb wire, $3.85 per 100 lb.; 12 mesh 
black wire cloth, $1.90 per 100 sq. ft.; 
12 mesh galvanized wire cloth, $2.20 
per 100 sq. ft.; galvanized before 
poultry netting, 55 per cent discount: 
galvanized after poultry netting, 50 
per cent discount. 


Wheelbarrows.—Prices are strong, 
and owing to increased activities in 
building, wheelbarrows continue to be 
in excellent demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4, Tubular, $6.50 
each; No. 14, Steel tray and leg, con- 
tractors’ ba: ow, $6 each: Comnpeti- 
tive grade, steel tray, $4 each; Com- 
mon wood, bolted, $3 each; Steel leg. 
garden barrows, $5 each. 


578R, $25.75; No. 577, $26.50; No. 592, 


io. 

Chest Protectors.—No. 303, boys’, 
$25.75 per doz.; No. 920, big league 
size, $46. 

Basebalis.—Per dozen, Dandy, 80c.; 
Boys’ Favorite, $1.65; Young America, 
$2; .Junior League Special, $2.50; 
Junior League, $3.50; Boys’ League, 
$4; Dollar Lively, $6; Professional 
League, $8; Hardwood League, $12: 
National League, $14.50. 

_ Blacksmith Supplies.— Bad going 
throughout the winter has created 
more wagon repair work and _ horse- 
shoeing than has existed in the black- 
smith trade for years. Naturally the 
market for blacksmith supplies has 
been excellent and just now is excep- 
tionally good for this time of the year. 
It embraces practically everything 
from a horseshoe nail to heavy axles 


and anvils. Prices are strong through- 
out the list. 
We quote from Boston jobbers’ 
stocks: 


‘ Anvils.—Standard makes, 18c. per 
) 





Axles.—Square bed, drawn bed and 
one-piece, under 2%-in., llc. per Ib.; 
square bed, drawn and one-piece, 
2%-in. and 3-in., 10c. per lb., coach 
bed axles, 11%c. per Ib. 
_Springs.—Common wagon and car- 
riage springs, 12c. per lb. base. 

Horseshoes.—We quote from job- .- 
bers’ stocks: Standard makes in 100- 
lb. kegs to dealers in Maine, New 
Hampshire, Vermont, Massachusetts 
and Rhode Island points, $7 per keg 
base. Base prices are for No. 2 or 
larger. To Connecticut, blacksmiths 
and consumers the base price is $6.75 
per 100-lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 
per keg; track side weights, $11.75; 
toe weights, $10.25; steel shoes, $8.75; 
toe creased, $7.25; side wear, $9.25; 
calked, $9.25; extra light calked, 
$9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75; light, 
driving, $8.75; featherweights, $8.75; 
all assorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2.15 per 
box; sharp, $2.40; blunt heel, $2.40; 
sharp heel, $2.65. 

Nails. — Horseshoe, Reliance and 
Brighton and Crown, No. 5, $5.40 
per keg: No. 6, $4.90; No. 7, $4.70: 
No. 8, $4.55; Nos. 9, 10 and 11, $4.40. 
Leader, No. 5, $5.05 per keg; No. 6, 
$4.70; No. 7. $4.50; No. 8, $4.35; Nos. 
9, 10 and 11, $ When less than 
25 lb. of a size are wanted, an extra 
charge of lc. a pound is made. 

Rasps.—Heller, 65 and 10 per cent 
discount; Superior, ete., 75 and 10 
per cent discount; Stokes, 75 and 10 
per cent discount. 


Bolts and Nuts.—An advance in bolts 
and nuts of approximately 10 per cent 
is strongly intimated by the jobbing 
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and warehouse trade in this territory. 
Distributors evidently are basing their 
stand on the fact that one of the most 
active mills doing business in the New 
England States has given people to 
understand its prices have been ad- 
vanced 10 per cent. The wholesale trade 
has not received confirmation of this 
advance, however. It is taken for 
granted here the other mills will short- 
ly take similar action. The demand 
for bolts and nuts holds up remarkably 
well, and jobbers’ stocks in some in- 
stances are not as complete as they 
might be. 


We quote 
stocks: 

Bolts.—Machine bolts with H. P. 
nuts, % x 4 in., shorter and smaller 
cut threads, 40 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 35 per 
cent discount; tap bolts, list; common 
earriage bolts, 30 per cent discount; 
Empire tire bolts, 50 per cent dis- 


from Boston jobbers’ 


count. Stove bolts, 70 per cent dis- 
count. 

Nuts.—H. P., all kinds, $1 off list; 
c. P. & T., all kinds, $1 off list; 


check nuts, list; semi-finished hexa- 
gon nuts, a in. and smaller, 65 and 
10 per cent discount; larger, 60 per 
cent discount; finished case-hardened 
nuts, 50 per cent discount. 


Brass.—There has been another ad- 
vance in local prices for brass, bring- 
ing sheets, in a small way, up to 22% 
cents a lb., and in 100 lb. lots up to 
1934 cents, a new high record for this 
movement. During February brass 
prices were advanced five times by the 
mills. 


Brushes.—Wire brushes of all kinds 
are 10 per cent more costly. It was 
only a comparatively short time ago 
that a similar advance was made in the 
wholesale trade here. New prices are 
in keeping with new manufacturers’ 
lists. 


Buckles.—The O. B. North & Co. line 
of skate buckles has been marked up 
12% to 15 per cent. The higher prices 
are simply in keeping with increased 
manufacturing and raw material costs. 

Carts, Wagons, Ete—With New 
England covered with snow for months 
it might seem a difficult task to inter- 
est the retail trade in carts, wagons, 
ete. Yet the jobbing houses are doing 
so to a remarkable degree. The opin- 
ion seems quite general that this class 
of merchandise may be difficult to ob- 
tain later in the year due to a pro- 
tracted spell of transportation troubles. 


We quote from Boston jobbers’ 
stocks: 

Sherwood Line.—Coaster wagons, 
, rubber tire disk wheels, 
No. 28, $8.25, list; No. 32, $9.10; No. 
34, $9. $0; No. 38, $11; No. 40, $12.35. 
Discount to the trade, 3314 per cent. 

Kiddie Karts.—No. 301, $3.50 each; 


No. 302, $4.50; No. 303, $5.50; No. 304, 
$6.50; No. 305, $8.50. Discount 33% 
Kiddie $ 
each; No. 102, $3; No. 103, $3. "5; No. 
Discount’ 33% 
per cent. 
Kiddie Koasters.—No. 705, 
Kiddie Pedal Kars.— No. 154, $6 
each; No. 155, $7. Discount 33% per 
Kiddie Shooter.—No. 805, $6 each. 
Discount 33% per cent. On large lots 
count is allowed. 
Chain.—Coil, halter and stable chain 


per cent. 

o> —No. 101, 2.25 
104, $4.50; No. 105, $5. 

$14.50 
each. Discount 33% per cent. 
cent. 
of all Kiddie products an extra dis- 
have been lifted about 5 per cent, ac- 
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cording to new jobbing schedules, to 
comply with lists recently issued by 
the makers. Proof coil self-colored 
chain and machine chain quotations 
remain as heretofore. The demand for 
the last two holds well, and stocks, es- 
pecially of the former, are unusually 
small for this time of the year. 

We quote from Boston jobbers’ 





stocks: 

Machine Chains. — Twist lengths, 
ys-in., 15c. per Ib.; 5-in., 13c. per 
lb.; y-in., 12%4c. per lb.; long or open 
length link chain, j-in., 164% per 
Ib.; %4-in., 15c. per lb.; 9/32-in., 14c. 
per lb.; ¥s-in., 12%c. per 1b.; %-in., 
. ile. per Ib. 

Proof Coil Self- a Sate Chain. _ 
fs-in., $14. 30 per 100 bh \% -in. 
$12. 50; s-in., $10. 85; Mi td $9. 35: 
is~ in., $9.10; %4-in., $8.7 75; % -in., $9.40: 
34 - in., $9. 05; %-in., $8.75; 1-in., $8.45. 


For. less than 100 lb., about 2c. a 
pound additional is charged. 


Cooking Ware (Glass).—A year ago 
jobbers, as one of them says, “could 
not give glass cooking ware away.” 
Today, however, they are experiencing 
some difficulty in keeping up with in- 
coming orders. All of which is clear 
indication that people have money to 
spend and that the retail dealer is ex- 
periencing an extra turnover or two 
on this class of merchandise. Nothing 
has been said regarding prices for 
some time. At last accounts the manu- 
facturers indicated there might not be 
any change in 1923, but were rather in- 
definite about the matter. 


We quote from Boston jobbers’ 
stocks: 

Casseroles.—Round, deep 1-qt., $1.50 
each; 1%4-qt., $1.75; round, shallow, 
1-qt., $1.50; 1%-at., $1.75; round, in- 
dividual, 8-oz., 70c.; round, standard, 
1-qt., $1.50; 144-qt., $1.75; oval, shal- 
low, beefsteak, 1- at., 1.50: 1%-at., 
9 Ht ag standard, 1. qt., $1.50; ee 


“pudding Dishes.—Round, deep and 
round, standard, 1-qt., 85¢c. each; 1%- 
qt., $1; 2-qt., $1.20; oval, shallow and 


oval, standard, 1- -at., 85c. each; 1%- 
qat., $1; 2-qt., $1.20. 

Baking Dishes. — Oval, shallow, 
9-oz., 40c. each; 12%4-0z., 55c.; 18%- 
oz., 60c. Individual pie dish, round, 

25c. each; 8-o0z., 30c.; 12-oz., 


6-0Z., 
40c. 

Pans.—Bread, 90c. and $1.50 each; 
biscuit, 85c. and $1.25; cake, round, 
75c.; square, $1 and $1.50. 


Pie Plates.—Narrow rim, 
90c. 


75c. and 
each; wide flange, 50c. to $1.10. 


Custard Cups.—Round, 4-o0z., 20c. 
each; 6-0z., 25c.; oval, 5-0z., i. ? 
French pattern, 4-0z., 20c.; 6-0z., 25c. 


Bean Pots.— Round, $1, $1.75 and 
$2.50 each. 

Terms. — Jobbers’ 
per cent off list. 


Fencing.—The advance in _ other 
kinds of wire products does not apply 
to fencing, say the jobbers. It will 
be recalled, however, prices were 
marked up late in February following 
similar advances made previously in 
other sections of the country. In dis- 
cussing the fencing situation, one of 
the leading jobbers says: “We have no 
difficulty in making sales. Our chief 
difficulty is in getting assurances we 
will be able to deliver what we sell.” 
This feeling is shared by other mem- 
bers of the wholesale trade. 


We quote from Boston jobbers’ 
stocks: 

Fencing.—National line, 47 per cent 
discount. Factory shipments, in car 
lots 66% per cent discount; in less 
than car lots, 65 per cent discount. 


Galvanized Ware.—A slight reduc- 
tion in prices for two popular selling 
ash cans is noted. Prices for galva- 


terms are 33% 
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nized ware otherwise show no varia- 
tion. In a wholesale way the market 
is rather quiet, but retail dealers ap- 
pear to be doing something all the time 
and a majority of them have sold quite 
a bunch of stock this winter. 
We quote from Boston jobbers’ 

stocks: 

Ash Cont nines, No. 04118, 
2.75 each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40; 17- in., $3. 16; galvanized, 
wood handles, 15-in., $4.84; 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60. 

Pails.—8-qt., $2.75 per “doz.; ; 10-qt., 
$2.54 per doz.; 12-qt., $2.78 per doz.; 
14-qt., $3.12; heavier pails, 40 lb. to 
the dozen, $5 per doz.; 50 Ib. to the 
dozen, $5.50 per doz. 

Tubs.— No. 200, $12.35 per doz.; 
No. 300, $13.75 per doz. 

Garbage Cans.—Galvanized, No. 1, 
= 58 per doz.; No. 2, $1.35; No. 4, 


“Fiefrigerator Pans.—No. 2, $4.25 per 
doz.; No. 28, $5.25 per doz. 

Ash Cans. —No. 171, $3.25 each; No. 
181, $3.50. 

Hack Saws.—Although the market 
is spotty,’ generally speaking it is sat- 
isfactory. Every jobber is doing some- 
thing in hack saws, and several are en- 
joying an exceptionally good business. 
There seems to be less price shading 
than noted in months. That is because 
most everybody anticipates an advance 
in prices sooner or later, and therefore 
is not anxious to do business on a 
break-even or slight profit making 
basis. 

We quote from Boston jobbers’ 
stocks: 

Hack Saws.— Standard makes, in 
full packages, 33% per cent discount; 
broken packages, 25 per cent dis- 
count; stock in gross lots or larger, 

30 and 10 per cent discount. 

Hoists.—The Chisholm-Moore line of 
high-speed and anti-friction, and the 
Yale & Towne line of hoists have been 
advanced, the former about 5 per cent 
and the latter 24% per cent. No fault 
can be found with the hoist business, 
say the large distributors. 

We quote from Boston jobbers’ 
stocks: 

Hoists.—Chisholm-Moore line, high 
speed, 35 and 5 per cent discount; 
anti-friction, 40 and 5 per cent dis- 
count. Yale Towne line, spur 
geared, 20 and 7% per cent discount; 
screw geared (side wheel type), 20 
and 7% per cent discount; differen - 
tial, 60 and 5 per cent discount. 
Insecticides.—Remarkably good busi- 

ness results in insecticides are being 
obtained by the jobbing trade. Retail 
dealers throughout New England evi- 
dently have come to the conclusion 
that a great deal of farming and gar- 
dening will be done in 1923. Otherwise 
they would not go in for insecticides as 
strong as they have. Based on busi- 
ness booked today in a wholesale way 
sales will break all former records. 

We quote from Boston jobbers’ 
stocks: 

Insecticides.—Arsenate of lead, in 
paste form, in 1-lb. packages, 25 to 
the case, 26%4c. per lb.; in 2-lb. pack- 
ages, 25 to the case, 24%c.; in 5-Ib. 
packages, 12 to the case, 22%c.; in 
10-lb. packages, 12 to the case, 1914¢.; ; 
in 25-lb. Roemairen, 16%4c.; in 50-Ib. 
packages, 13%4c.; in 100-lb. packages, 
12%c. In dry form, in 1-lb. pack- 
ages, 24 to the case, 33c. per Ib.; in 
5-lb. packages, 12 to the case, 29c.; 
in 10-lb. packages, 6 to the case, 28c.; 
in 100-lb. packages, 23c. 

Pyrox.—1-lb. jars, 24 to the crate, 
$7.32 a crate; in 5-lb. jars, 12 to the 


crate, $15 a crate; in 10-lb. jars, 6 to 
in 25-Ib. 


the crate, $14.15 a crate; 
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jars, 4 to the crate, $21 a crate; in 


50-lb. packages, $9.75; in 100-lb. pack- 
ages, $15.75; in 300-lb. lots, $45. If 
ordered in %-ton lots a discount of 
4c. a pound is allowed; %c. in ton 
lots; and le. in 2%-ton lots. 


Iron and Steel.—Local jobbing prices 
on iron and steel have been moved up 
$3 a ton on an average. A few items 
remain unchanged, but these can be 
counted on the fingers of one hand. 
Notwithstanding heavy snows every- 
where, the movement of iron and steel 
is steadily increasing, say the jobbers. 
The higher prices were necessary be- 
cause of the appreciation in replace- 
ment values. 

We 
stocks: 


Boston jobbers’ 

Steel.—Soft steel bars, $3.3644 per 
100 lb.; flats, $4.15; plain concrete 
bars, $3.511%4: deformed bars, $3.51%4; 
structurals, angles, channels, beams, 
$3.36%4; tire steel, $4.80 to $5.15; open 
hearth spring steel, $5 to $6.50; cru- 
cible spring steel, $12; bands, $4.55; 
hoops, $5.05 to $5.55; cold rolled steel, 


quote from 


$4.30 to $4.80; toe calf steel, $6.15; 
plates, $3.46%4 to $3.70. 
lron.—Refined bars, per 100 





Ib.; best refined bars, .75; Wayne, 
$5.50; Norway, $6.60 to $7. 10. 

Metal Polish.—A_ successful selling 
campaign by jobbers in metal polish is 
continuing. It began early in January 
and has not let up. As a result a large 
amount of polish has been distributed 
among retail dealers. They, in turn, 
have, in quite a few instances, tried 
out sales by window displays and local 
advertising, and had success. 


We quote from Boston jobbers’ 
stocks: 
Metal Polish. — Signet line, half- 


a doz.; pints, $4.80; quarts, 


pints, $3 
$24. Discount 33% per 


$9; gallons, 
cent. 


Nails.—Wire nails have been ad- 
vanced another 10 cents per keg, and a 
corresponding advance in cut nails also 
has taken place. Most everybody feels 
the nail supply situation is no better, 


and is not likely to be for several 
months. The mills are far behind on 
deliveries and therefore will not ac- 
cept additional business. 

We quote from Boston jobbers’ 

stocks: 

Nails.—Wire, $3.90 per keg, base, 

from store; from mill, in less than 


carload lots, $3.25 per keg, base, and 


in carload lots, $3 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.40 per 
keg, base, from store; from factory, 
in less than carload lots, $4.10 per 
keg, base; in carload lots, $4 per kes, 
base; galvanized nails, 1-in. ant 
longer, add $1.75 per keg; shorter, 
add $2.25; hard steel nails, $8.10 per 
keg, base, from store; from factory, 


$7.60 per keg, base. 

Padlocks.—The Yale & Towne line 
of padlocks, locks, latches, keys and 
blanks has been marked up 5 per cent, 
while the Miller line of padlocks is 10 
per cent dearer. It was only a short 
time ago the Yale & Towne line of 
nadlocks was advanced. 

Papers.—A still further advance in 
Bermico paper is reported, this time $5 
a ton, making a total of $10 a ton 
within a fortnight or so. Jobbers are 
now quoting this paper at $85 a ton. 


We quote jobbers’ 
stocks: 

Roofing Paper.—Bermico paper, $85 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $59 per ton from stock. 
Sheathing paper, direct factory ship- 
ment, $68.50 a ton. 


Poultry Supplies—Retail dealers al- 
ready are getting inquiries and mak- 


from 3oston 
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ing sales of poultry supplies and will 
do a great deal more business as soon 
as the weather becomes more settled. 
Jobbers are bending every effort to 
inake deliveries on orders placed some 
time back, and at the same time are ac- 
cepting quite a sizable additional busi- 
ness. 

We 
stocks: 

Bbrooders. 
ehick capacity, 
chick capacity, $26.50 each. 
per cent discount to the trade. 
flame, | No. 27, $17.50; No. 28, $20; 
29, 50 each, list. 

hn ge line, No. 1, 
$37.50 each, list; No. 2, $44.50; No. 3, 
$57.75; No. 4, $68; No. 5, $107; No. 14, 
$16.50; No. 16, $27.50; No. 17, $36.75. 
Discount from stock, 30 per cent. 
From factory, Springfield, Ohio, f.o.b., 
35 per cent. 

Poultry Netting. From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh, on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Staples.—Calvanized poultry. from 
store, $5.80 per cwt. (in 100 lb. kegs); 
from the factory, in carload lots, $4.70 


quote from Boston jobbers’ 
— National line, A, 500 
$21.50 each; B, 1000 
Less 30 
Blue 
No. 





f.o.b. Pittsburgh; in less than car- 
loads, $4.95. From store, in 10-lb. 
cartons, 96.80; 1-lb. papers, $7.80; 
l4-lb. papers, $8.80; 4-lb. papers, 
$9.80. 

Troughs.—Roval feed 12-in.. $250 
per doz., list; 18-in., $3; 24-in., $4. 
Discount 33% per cent. 


Fountains.—Royal galv: nize -d drink- 
ing, 1-qt., $4 per doz., list; 2-qt., $5; 
{-qt., $6; Mason jar, galvanized, $1.25. 
Charcoal tin, $1.75 per doz. 
Rivets.—Prices for all kinds of rivets 

are strong. Now that some have ap- 
preciated in value, one hears consider- 
able talk about a probably marking up 
in large kinds. 


We quote from Boston jobbers’ 
stocks: 

Rivets.—Structural, button head, 2 
to 5-in., long, %-in. and larger, $4 


per keg; 5%-in. and }4-in., $4.15; 4-in., 
$4.50; 1 to 2-in. long, %-in. and larger, 
$4.75; 5<-in. and }4-in., $4.40; %4-in., 


$4.75. Cone head boiler quality, 2 to 
5-in. long, %-in. and larger, $4.10; 
5¢-in. and j}-in., $4.25; %-in., $4.60; 
1 to 2-in. long, %-in. and larger, $4.35; 
5g-in. and j}-in., $4.50; %4-in., $4.85. 
Iron rivets, small, 40 per cent dis- 
count. 


Sheets.—In common with other iron 
and steel products, sheets have been 
marked up by jobbers to protect them- 
selves in replacements. Blue annealed 
sheets are $3 a ton higher, and black 
and galvanized $4. The demand for 
sheets is very satisfactory. Some job- 
bers say they are moving a larger pro- 
portionate tonnage of sheets than any- 
thing else. 

We 
stocks: 

Sheet, 
per 100 Ib.: No. 28 
28 galvanized, $6.65. 


Soaps.—Retail dealers are buying 
soaps in larger quantities than ever 
before, is the opinion of the jobbing 
trade. It is being taken by those firms 
that enjoy a good trade with small 
machine shops and factories. For the 
quality of goods being moved in vol- 
ume, prices are remarkably reasonable, 
which presumably explains the satis- 
factory business passing. 

We Boston 


stocks: 
Hand Soaps. 


quote from Boston jobbers’ 


No. 10 blue annealed, 94.3614 
black, $5.65; No. 


quote from jobbers’ 


—Signet line, $1.80 per 
dozen. Discount 3314 per cent. 
Solder—A further advance of 4 

cents a pound, making an aggregate of 

5 cents within a fortnight, is reported. 

Revised prices follow: 


91 


We quote from Boston 
stocks: 

Solder.— Acid, in 1-lb. packages, 
} a lb.; in 5-lb. packages, 57c. a 


jobbers’ 


Taps and Dies.—The long expected 
upward revision in quotations on taps 
and dies has materialized. Practically 
every maker has marked up prices ap- 
proximately 5 points, and that amount 
represents the uplift in jobbers’ quo- 
tations. The demand for all kinds and 
makes of taps and dies is wonderfully 
good, all things considered. Makers in 
New England say the same business 
conditions exist all over the country 
and that the industry is nearer normal 
than it has been for a long time. The 
Greenfield Tap & Die Corporation, 
Greenfield, Mass., shipments during 
February were 28 per cent larger than 
those for the corresponding month last 
year. Other makes show a similar or 
larger percentage of improvement. 


We quote from Boston jobbers’ 
stocks: 

Taps. — Winter Bros. line, hand 
taps, smaller than % in., 50 and 10 
per cent discount; 4 to % in., 40 per 
cent discount; 7; to 5 in., 334% per 
cent discount; }} to 1 in., 25 per cent 
discount; 1% to 2 in., 15 per cent dis- 
count; 2% to 2% in., list plus 10 ber 
cent. Machine screw taps, No. 13 
and smaller, 50 and 10 per cent dis- 
count; No. 14 and larger; 40 per cent. 
Stove bolt taps, # in., 50 and 10 per 
cent; 4% in. and larger, 40 per cent 
discount. Nut taps, 7 to 1 in., 30 
per cent discount; 1144 to 2 in., 10 per 
cent; 2% to 2% in., list plus 10 per 
cent. Pipe taps, (right 7 % to 
1 in., 60 per cent discount; 14 to 2 
in., 65 per cent; 24% to 3 in., 45 per 
json 3% to 4 in., 30 per cent. Pipe 
taps, (le tt hand) % tol in., 334% per 
cent discount; 1% to 2 in., 25 per 
cent; 2% to 3 in.. 15 per cent; 3% 
to 4 in., list. Round adjustable dies, 
all sizes, 20 per cent discount. Solid 
square bolts dies, 25 per cent. Solid 
square pipe dies, 35 per cent. 

Dies.—Card line, all sizes, 10 per 
cent discount. Taps, regular hand 
and spiral fluted, to 15/64 in., 55 





per cent discount: 4 to % in., 40 
per cent; ye to %& in., 35 per cent; 
14 to 1 in., 30 per cent. Machine 


12 and smaller, 55 per 
No. 14 and larger, 40 


screw taps, No. 
cent discount; 
per cent. 


Traps. — Manufacturers of game 
traps have announced that 1923 prices 
will be same as those ruling at the 
close of the last season. Local jobbers 
have begun taking orders for fall and 
next winter delivery. 


We quote from Boston jobbers’ 
stocks: 

Blake Line.—With cham, No. 2, $2 
per doz.: No. 1, we No. 1%, $3.40; 
No. 2, $5. 20; No $7; No. 4, $8.20 


Kangaroo Line. “WwW ith chain, 
0, $1.89 per doz. ; No. 1, $2.20 
11%4, 93.17; No $4.88: No. 3. 
No. 1XX. $3.05; No. 2XX, $6.40: 

5, $2.26: No. 215, $3.66; No. 115X, 
$2.75; No. 215X, $4.88. 
Oneida Jump Line. Page Rae 

No. 0, $1.98; No. 1, $2.20; 1% 
$3.17; No $4.88; No. 3, $6.59. 
Victor ‘+a 0, $1.53: 

$1.83; No. 114, $2.75; No. 2, 

No. 3, $6.10. 

Zinc.—Another advance of 4 cent a 
pound in sheet zine prices has recently 
transpired. Steadily climbing  spelter 
prices, based on increased consumption 
and comparatively small production by 
the mines, explain the recent advance 
in sheet zine prices, which are as fol- 


lows: 


No. 1, 
$3.60; 


We quote from Boston jobbers’ 
stocks: 

Zinc.—In 600-Ib. casks, 10% per 
Ib.; in 200-Ib. casks, 10% c.; in *t00. Ib. 
easks, lic.: in less than cask lots, 


11%c. per. Ib. 
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tg present tremendous activity ex- 
isting in the steel trade is shown in 
the official figures of pig iron produc- 
tion in February, which are just out. 
These show that the total output of pig 
iron in this country in February was 
2,994,187 tons, the largest output of 
pig iron in any February in the history 
of the steel trade and the heaviest pro- 
duction in any one month since March, 
1920, when the output was only very 
slightly higher. No less than eighteen 
furnaces were blown in in February and 
only two went out, a gain of sixteen 
active furnaces. All records for output 
of pig iron will be broken this month, 
as the furnaces that went in blast in 
February will have a full month’s run, 
having made iron only a few days last 
month. It is not improbable that the 
output of iron this month will be close 
to 3,250,000 tons, which will stand as a 
record for some time. 

In spite of the heavy output, prices 
on pig iron are steadily going up; in 
the Pittsburgh district the price of 
foundry went up considerably and Bes- 
semer and basic, from which steel is 
made, went up from $1 to $1.50 per 
ton. Semi-finished steel in the shape 
of billets and sheet bars is also steadily 
advancing in prices. One sale of 50,000 
tons of these materials is reported at 
$45, at maker’s mill, the largest sale 
put through in this market in a long 
time. The heavier steel products are 
also advancing, and some mills that roll 
plates, shapes and: steel bars are prac- 
tically refusing to take any more or- 
ders, being sold up for the second quar- 
ter. The price of the Carnegie Steel 
Co. on shapes, plates and steel bars is 
2.25 cents at mill in carload and larger 
lots, but the bulk of the few sales that 
are now being made are at 2.35 cents to 
2.50 cents at mill, and no definite prom- 
ises are made as to when the material 
will be shipped. 

Local hardware jobbers and retail- 
ers report a good volume of business, 
and are Jooking forward to a heavy 
spring trade. The rapid advances in 
prices on most hardware goods, and the 
prospects of further advances, have 
caused active buying by both jobbers 
and retailers, and where it is possible 
to do so merchants are carrying heavier 
stocks than usual and are buying in 
much larger quantities. 

Axes.—As yet prices on axes for fall 
delivery have not come out, but 
when they do will be as high as they 
are now, with chances favoring they 
may be higher. The demand is referred 
to as being active for this season, prices 
being very strong. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 
First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 


stocks, 


second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double _ bitted. 


handled, $21 per doz., unhandled, $18 
per doz. 
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Automobile Accessories.—Builders of 
automobiles say that this year is going 
to be the biggest year the trade has 
ever had, and all indications point to 
this prediction coming true. Some 
makers of the more popular cars now 
have orders for all the cars they can 
turn out in the next three or four 
months, and are still booking orders 
ahead. General announcements of ad- 
vances in tires are looked for at any 
time. The price of crude rubber has 
advanced to 36 cents per pound, com- 
pared with 13 cents per pound, the 
price in effect last August. Of course 
the tire makers have not paid 36 cents 
for rubber as yet, but they very prop- 
erly base their costs of tires on today’s 
rubber prices, and they are fully justi- 
fied in doing so, 

We 


quote from jobbers’ stocks, 


f.o.b. Pittsburgh, as follows: 
Millers Falls, No. 145 jacks, $4.75, 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 48c. each 
for over 100; Champion regular, 53c. 


Bolts and Nuts.—Practically all the 
makers have made the advance in 
prices of 10 to 15 per cent noted in our 
report of last week. As usual when 
advances in prices are made leading 
consumers were given a chance to cover 
ahead at the old prices, and the large 
consumers have contracts placed with 
the makers that will take care of their 
needs over the second quarter of this 
year. Local makers say that deliveries 
of bars by the mills are slow, also there 
is a shortage in labor, and this is cut- 
ting down output to some extent. De- 
mand for bolts and nuts from the auto- 
mobile builders is the heaviest now in 
some months. Present discounts to the 
large trade are now as follows: 

Bolts and Nuts. — Machine bolts, 
small, rolled threads, 50 and 10 per 
cent off list; machine bolts, small, 
cut threads, 50 per cent off list; ma- 
chine bolts, larger and longer, 50 per 
cent off list. 

Carriage bolts, 34 x 6 in.: Smaller 
and shorter, rolled threads, 45 and 10 
per cent off list; cut threads, 45 per 
cent off list; longer and larger sizes, 

45 per cent off list. 

Lag bolts, 45 per cent off list. 

Plow bolts, Nos. 1, 2 and 3 heads, 


50 and 10 per cent off list; other style 
heads, 20 per cent extra. 


Machine bolts, ¢c.p.c. and t. nuts, 
34 x 4 in.: Smaller and shorter, 40 
and 5 per cent off list; larger and 


longer sizes, 40 and 5 per cent off list. 
Hot pressed square or hex, blank 
nuts, $3.25 off list; hot pressed nuts, 


tapped, $3 off list; c.p.c. and t. sq. 
or hex, nuts, blank, $3.25 off list; 
c.p.c. and t. sq. or hex. nuts, tappet 
$3 off list. Semi-finished nex. nuts.: 
% in. and smaller, U. S. S. 75, 10 and 


5 per cent off list; 5 in. and larger, 
U. S. S., 70, 10 and 2% per cent off 
list: small sizes, S. A. E., 80 and 5 
per cent off list; S. A. E. % in. and 
larger, 75 and 5 per cent off list. 

Stove bolts in packages, 80 and 5 
per cent off list; stove bolts in bulk, 
80, 5 and 2% per cent off list; tire 
bolts, 50, 19 and 10 per cent off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws, 75 per cent 
off list; milled set screws, 75 per cent 
off list; upset cap screws, 75 and 10 
per cent off list: upset set screws, 80 
per cent off list. 

Rivets.—Large structural and ship 
rivets base, per 100 lb., $3.25; large 
boiler rivets, base, per 100 Ib., $3.35; 
small rivets, 60 and 5 per cent off list. 
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For small lots from stock, jobbers 
charge the usual advances over the 
above discounts. 

Builders’ Hardware.—Now that wage 
scales in the local building trades have 
been fixed for the next year, there will 


be no interruptions to building by 
strikes, and the outlook now is that 
new building in this district this year 
will be very active. Retailers report a 
good demand for all kinds of builders’ 
hardware, and have put in larger 
stocks than usual in order to meet it. 
Prices are very firm. 

We are just advised that the Yale & 


-Towne Mfg. Co., Stamford, Conn., has 


made an advance of 5 per cent on pad- 
locks, night latches, door closers and 
on its general line of builders’ hard- 
ware. 

Cotton Goods.—Prices on these goods 
are steadily going up. The latest ad- 
vance is 5 per cent on cotton clothes 
lines, mops and other cotton goods. 
Further price advances are expected. 

Clipping Machines.—The demand for 
toilet clippers is fair and for clipping 
machines for dairy use. Prices are re- 
ported firm. 

We quote from jobbers’ 

f.o.b. Pittsburgh as follows: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, 
$ ; No. 361 bottom plate, $1.50; 
dealer’s discount 25 per cent. 

Stewart electric clipping machine, 
all standard voltages; hanging type, 
$80.00, f.o.b. Chicago; pedestal type, 


$85.00, f.o.b. Chicago; dealer’s dis- 
count 25 per cent. 


Garden Tools.—The bulk of the large 
orders has been placed, but there is 
still a fair amount of new buying in 
small lots. Dealers are looking for a 
good heavy business this season. 

Ice Cream Freezers—New demand 
has already set in, and quite a few or- 
ders are being placed for spring deliv- 
ery. Prices are firm. 


Local jobbers are quoting the North 
Bros., Philadelphia, lines of freezers 
as follows: ‘“Shephard’s Lightning”’’ 
1-qt., $2.09; 2-qt., $2.48; 3-qt., $2.93; 


stocks, 


4-qt., $3.60; 6-qt., $4.50; 8-qt., $5.85, 
Blizzard freezers are quoted as fol- 
lows: 1-qt., $1.94; 2-qt., $2.30; 3-qt.. 
$2.93: 4-qt., $3.60; 6-qt., $4.16; 8-qt., 
$5.42 each. These prices are guaran- 
teed against decline up to July 1 
next. 


Insecticides.—Local dealers say they 
are doing a very heavy business in 
these goods, and prices are ruling firm. 

Iron and Steel Bars.—The market is 
very firm, and soft steel bars for early 
delivery are hard to obtain, and usual- 
ly command premiums in prices. The 
Carnegie Steel Co. and other large 
makers of bars are quoting 2.25 cents 
at mill in carloads and larger lots, but 
for deferred delivery. Prices follow: 


Three cents for steel bars, 3.10c. for 
structural shapes, 3.80c. for steel 
hoops and 4c. for steel bands. The 
market is very firm at these prices. 
Common iron bars have also been ad- 
vanced to the basis of 2.25c. at mill 
for large lots. 

Incubators.—The demand is very 
heavy, and some makers of incubators 
have been working their plants double 
time lately, but are unable to keep up 
with the demand. Dealers are specify- 
ing freely against orders placed some 
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months ago for the coming’ season. 
Jobbers’ discount on small lots from 
stock remains at 30 per cent off list. 

Lawn Mowers.—The demand for 
lawn mowers this coming season is ex- 
pected to beat all previous records. 
Some jobbers have about doubled their 
initial orders and now fear they may 
not get shipments fast enough to meet 
the demands of their customers. Prices 
are the same as last year. 

Steel Pipe.—The new demand for all 
kinds of pipe is still very heavy, and 
some mills either refuse to quote on 
new orders, or else book the order for 
indefinite shipment, price to be that in 
effect at the time shipments are made. 
Local pipe mills believe that costs will 
be higher soon, and are not willing to 
assume the risk of selling very far 
ahead at today’s market. Orders for 
line pipe for gas and oil purposes are 
heavy, and the Pan-American Petro- 
leum Co. is in the market for about 175 
miles of 9-in. line pipe, reserving the 
right to take 8 or 10-in. Prices are 
very strong. Jobbers in some cases 
have recently advanced prices on pipe 
on small lots from store and are now 
quoting as follows: 


Black Galv 
Mint cctevereawhe acres Cuan wns $ 3.27 
,) a er ree er rer rr 3.15 
Oe cp yewsckes cansudeueeaseetes 3.15 $ 4.86 
, PO errr eee ry rere eT rT 3.98 5.24 
Oe chat carer eh ad RRA ee ab eaenaee 4.86 6.31 
Di eesreuee cre unerauaneae 6.99 8.93 


Office of HARDWARE AGE, 
604 Mereantile Library Bldg., 
Cininnati, March 10. 

E tendency toward higher prices 

of hardware is becoming more pro- 
nounced, but it is said an organized 
effort is being made in the trade to 
prevent what is usually called a “run- 
away market.” Threats of a “buyers’ 
strike” are heard if prices advance with- 
out extreme justification. The trade 
generally appears to be convinced that 
the market is an advancing one, and 
local jobbers report this feeling is tak- 
ing the shape of orders for immediate 
shipments of goods, which ordinarily 
would not be needed for some weeks 
to come, in order that the dealers will 
be sure to have stocks in good shape 
when the seasonal demand sets in. 

Business is good in the trade, and 
local jobbers report the year to date 
as being far ahead of last year at this 
time. Dealers’ sales are showing a 
very healthy increase, and all indica- 
tions point to a heavy spring trade. 
Jobbers report the difficulty of secur- 
ing goods on the increase, partly due 
to transportation conditions, particu- 
larly from the East, and partly to the 
sold-up condition of factories. Stocks 
are in fair shape, however, to take care 
of all ordinary demands, and it is 
hoped that acute shortages of merchan- 
dise will not develop. 

Prices continue their upward climb, 
but there is no evidence that advances 
made are other than those actually 
justified by higher manufacturing 
costs. Advances generally run around 
5 per cent. 
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12.08 
14.44 


' 9 42 
19.43 


Above prices 100 ft., f.o.b. 
Pittsburgh. 
Approximate contents of a bundle 
in feet are as follows: %-in., 500 
ft.; %-in., 450 ft.; %-in., 345 ft.; 
%-in., 250 ft.; %4-1n., 140 ft.; 1-in., 
100 ft.; 1%4-in., 60 ft.; 1%4-in., 60 ft. 
Stove Pipe—As noted in our report 
of last week, prices have been adopted 
for next season trade, and are some- 
what higher than last season. Jobbers 
are already placing good orders, appre- 
hensive that prices may go higher on 
account of the higher market on sheets. 


per 


Jobbers are quoting to the small 
trade for delivery for next fall as 





follows: 3-in. 29 gage, $2.70 per crate; 
f-in. 29 gage $2.86; 5-in. 28 gage 
$3.13; 6-in. 28 gage, $3.46, and 7-in., 
28 gage, $4.06 per crate. These prices 


are all f.o.b. Pittsburgh. 

Sheets.—Prices remain very firm, 
and demand continues heavy. Most of 
the sheet mills are pretty well sold up 
over the second quarter, and are scan- 
ning closely new orders submitted to 
them. The automobile builders are 
placing very large orders over second 
quarter, and the consumption of sheets 
by this industry this year will be the 
heaviest every known. 


Poultry Netting.—The new demand 
remains very active and makers are 
very much behind in deliveries. Some 
jobbers are afraid they may not be able 


‘ T ry 
CINCINNATI 
Automobile Accessories.—Automo- 
bile accessories having as their basis 
cotton or rubber products are showing 
an upward price tendency, in line with 
prices of raw materials, as are acces- 
sories made of sheet steel. A radiator 
manufacturer advanced prices on radi- 
ators, $1 each, and others are expected 
to follow. A general advance of tire 
prices is also rumored, to take place 
within the next few days. The demand 
for accessories is strong, and dealers 
are showing more confidence in the 
market by placing larger orders for 
both immediate and future deliveries. 


Builders’ Hardware.—There seems to 
be no limit to the demand for builders’ 
hardware, and local jobbers and dealers 
are being kept busy figuring on new 
jobs. Prices are very firm. Stocks 
are only in fair shape, and shipments, 
due to poor transportation conditions, 
and to inability of factories to keep up 
with the demand, are not coming in in 
sufficient volume to give that comfort- 
able feeling a merchant usually has 
when his stock is in good shape. 


Bolts and Nuts.—Advances of ap- 
proximately 10 per cent are expected to 
go into effect on bolts and nuts fol- 
lowing similar advances made by manu- 
facturers. Local jobbers have made no 
changes in quotations as yet, however. 
The demand is good. 

We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 
50 off; large sizes, 50 and 10 off; car- 
riage bolts, small, 50 off; large, 40 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, *% and smaller, 75 off; 
larger sizes, 70 off. 
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to get enough to meet the wants of 
their trade. Prices are very firm, local 
jobbers quoting New Jersey galvanized, 
after weaving, 50 per cent off list; New 
Jersey galvanized, before weaving, 50 
and 10 per cent off list. List per bale 
of 150 ft. is as follows: 


Two-inch, 20 galvanized — 12-in., 


$2.14; 18-in., $3.08; 24-in., $3.92; 30- 
in., $4.68; 36-in., $5.35; 48-in., $7.13; 
60-in., $8.91; 72-in., $10.69. One-inch 
20 galvanized—1l2-in., $4.95; 18-in., 
7.12; 24-in., 99.08; 30-in., $10.83; 
36-in $12.38; 48-in., $16.50; 60-in., 
$20.63; 72-in., $24.75. All the above 
prices are strictly f.o.b. "ittsburgh. 
Wire Products.—There is still a 


scarcity in supply of wire and wire 
nails, the mills being sold up for sev- 
eral months ahead, and are back very 
much in shipments. At present there 
are no signs of further advances in 
prices. Local jobbers are now quoting 
for small lots from store as follows: 


Wire nails, $3.10 to $3.15 base per 
keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing 
nails, takine an aecvance over the 
price of $1.50, and shorter than 1 in., 
2; bright Bessemer and basic wire, 
$3.00 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, 93.00; galvanized wire, 
$3.60; galvanized barbea wire, $3.80; 
polished fence staples, $3.60; 
painted barbed wire, $3.60; polished 
fence staples, $3.45, cement coated 
nails, per count keg, $3.25 to $3.40; 
these prices being subject to the usual 
advance for the smaller trade, all 
f.o.b. Pittsburgh, freight added to 
point of delivery, terms 60 days net 
less 2 per cent off for cash in 10 
days. Discounts to jobbers on woven 
wire fencing are 68 per cent off list. 


Clipping and Shearing Machines.— 
The demand for clipping and shearing 
machines is reported as fair, all things 
considered, with prices showing much 
strength. 


We quote frem jobbers’ stocks, 
f.o.b. Cincinnati: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount 25 per 
cent. Stewart electric clipping ma- 


chine, all standard voltages; hanging 

type, $80, f.o.b. Cincinnati; pedestal 

type, $85, f.o.b. Cincinnati; dealers’ 
discount 25 per cent. 

Fruit and Juice Presses.—The O. P. 
Shriver line of fruit and juice presses 
has been advanced slightly. The de- 
mand is very heavy, according to local 
jobbers, who have placed heavy orders 
to take care of it. 

We quote from Cincinnati jobbers’ 
stocks: Fruit and juice presses, 3-qt., 
$3.15 each; 6-qt., $3.90 each; 12-qt., 
$5.45 each. 

Files.—The demand for files is show- 
ing a constant increase, and is now 
practically back to a normal basis, as 
a result of increasing activity in the 
metal working trades. Prices are 
strong. 

We quote from Cincinnati jobbers’ 
stocks: Nicholson and Black Diamond 
files, 60 off; other makes, 65 off. 
Galvanized Ware.—The demand for 

galvanized ware is very good, and 
prices are almost certain to be ad- 
vanced shortly. 

We quote from Cincinnati jobbers’ 


stocks: Galvanized pails, 10-qt., $2; 
12-qt., $2.25; 15-qt., $2.50; 16-qt., 
$3.25; galvanized tubs, No. 0, $4.75; 


No. 1, $5.75; No. 2, $6.50; No. 
all prices per doz. 


3, $7.60; 
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Window Glass.—Contrary to the gen- 
eral expectation, and to reports appear- 
ing in this market last week, the price 
of window glass is due for an advance, 
approximating 10 per cent, within the 
next few weeks, and jobbers are now 
making desperate efforts to secure a 
supply, which is very short. Plate 
glass is almost impossible to obtain at 
any price, the demand from the auto- 
mobile trade taking practically the 
entire output of the window glass fac- 
tories. On window glass, however, 
local jobbers report their stocks in fair 
shape to take care of the demand, 
which is becoming very heavy. 


We quote from Cincinnati jobbers’ 


stocks: Single strength, first three 
brackets, 85 per cent discount; over 
first three brackets. 83 per cent dis- 
count; double strength A, &4 per cent 
discount; double strength B, 86 per 
cent discount. 

Lawn Mowers.—A local jobber re- 
ports that he has already sold and 
shipped practically the same number 
of mowers as he had disposed of all 
through 1922, and has placed another 
substantial order with a factory to 
take care of the trade. Prices are as 
last quoted, but some talk is heard of 
an advance. 


We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
$5.20 each; medium bearing, 14-in., 
.50 each; 16-in., $7.75 each; better 

grade, ball bearing, 14-in., $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high wheel ball bearing. 
16-in., $11.25 each; 18-in., $11.75 each; 
20-in., $12.25 each. 

Mole Traps.—A slight advance has 
been made in mole traps, which are 
now quoted at $8 per doz. 

Nails—An_ actual _ shortage of 
twenty-penny nails exists, one jobber 






reporting that he is entirely out. The 
demand is heavy at firm prices. It is 


said that further advances are to be 
made in nail prices shortly. Ship- 
ments are coming through in fair 
shape, but mills are not anxious to book 
business owing to their present sold up 
condition. Local jobbers’ prices are 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 
keg, base; cement coated nails, $2.80 


per keg base. 
Paints and Oils.—Ready mixed 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., March 10. 


OTH retail and wholesale hardware 
sales are showing a steady im- 
provement with the approach of the 
spring season. With this improvement 
manifesting itself in general business 
conditions both dealers and jobbers are 
very optimistic and look forward to an 
unusually good demand in practically 
all items. 
Prices on all items are very firm and 
showing tendency to advance. The rap- 


idly advancing prices is the only cloud 
in the business outlook, as the public 
will probably begin to retrench as soon 
as higher prices are more noticeable. 


Reading matter continued on page 


HARDWARE AGE 


house paints have been advanced 25 
cents per gal. within the past week, and 
linseed oil and turpentine 2 cents per 





gal. The demand is heavy. 
We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.85 per gal.; linseed oil, in single 


barrels, $1.06 per gal.; turpentine, in 
single barrels, $1.58 per gal.; white 
and red lead, in 12% Ib. kegs, 14%c. 
per lb. 


Poultry Netting.—Poultry netting is 
in heavy demand, with prices ruling 
strong. An advance is said to be con- 
templated, but confirmation is lacking. 


We quote frorm Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, 50 and 10 off; after 
weaving, 50 off. 

Roofing Paper.—Rumors of impend- 


ing price changes are heard, but 
whether up or down is not stated. In 
the meantime, the demand continues 
heavy. 

We quote from Cincinnati jobbers’ 
stocks: Standard, light, 95¢c. per sq.; 
medium, $1.20 per sq.; heavy, $1.50 
per sq.; Holdfast, light, $1.30 per sq.; 


medium, $1.55 per sq.; heavy, $1.85 
per sq.; slate surface roofing, 85-Ib. 
quality, $1.95 per sq., both red and 
green, 


Soldering Coppers.—Soldering cop- 
pers have been advanced 2 cents per 
Ib., making the new price 26 cents per 
lb. base. 

Shot.—An advance of 10 cents per 
bag has been put into effect on shot, 
making the new price $2.65 per bag. 

Screws.—No changes in prices have 
been made as yet, but an advance is 
scheduled for this week. The demand 


is good. 

We quote from Cincinnati jobbers’ 
stocks: Machine screws, 65. off; coach 
screws, 50 and 5 off: cap and set 
serews, 75 off: wod screws, 80 and 10 
off. 


Screen Doors and Windows.—Deal- 
ers are evidently determined not to be 
caught napping this summer on ac- 
count of a shortage of screen doors 
and windows, for they are ordering 
their purchases shipped at once. Job- 
bers report heavy sales during the 
past week, with prices very firm. 

Sash Cord.—A sharp advance in sash 
cord prices was made during the week. 
The demand is very brisk. 

We quote from Cincinnati jobbers’ 


stocks: Better grades, 75c. per Ib.; 
cheaper grades, 45c. per Ib. 


TWIN CITIES 


Builders’ Hardware.—Judging from 
the amount of building in prospect this 
year should see much larger sales of 
builders’ hardware even than last sea- 
son. There is considerable difficulty in 
getting in complete stocks of builders’ 
hardware and both dealers and con- 
tractors are becoming concerned as to 
whether or not they will be able to pro- 
cure supplies. 


Axes.—Sales are considered as being 
of average volume for this season of 
the year. Prices remain as for some 
time past. 


We _ quote 


from jobbers’ stocks, 
f.o.b. Twin 


Cities: Medium grade, 
single bit, base weights, $13.80 per 
doz.; double bit, $18.30 per doz. 


Bolts.—There continues to be a very 
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Sash Weights.—A further advance 
of $4 per ton has been made in prices 
of cast iron sash weights, and it is re- 
ported that the price situation is very 
tight, as both cast strap and pig iron 
are advancing to such an extent that 
makers of sash weights are finding 
today’s prices unprofitable. 


We guote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.75 
per 160 Ib. 


Sheets.—An advance of $6 per ton 
has been made in sheet prices by local 
jobbers since last report, following 
recent advances made by mills. There 
is a big demand for sheets for prompt 
shipment, much of this being due to 
the sold up condition of mills, and 
urgent needs of consumers. 

We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
4.40c. per Ib.; No. 28 black sheets, 5c. 
per Ib.; No. 28 galvanized sheets, 6c. 
per lb. 

Tools.—There is a heavy demand for 
mechanics’ tools, particularly from the 
carpentering and machine shop trades. 
Prices are showing much strength. 


Wire Cloth—The demand for wire 
cloth continues heavy, despite higher 
prices having gone into effect recently. 
Stocks are in fair shape. 

We quote from Cincinnati jobbers’ 
stocks: Black, 12-mesh, $1.95 per 100 
sq. ft.; opal, $2.50 per 100 sq. ft. 
Washing Machines.—The Boss 

Washing Machine Co., Cincinnati, has 
made a slight advance in prices, the 
increase averaging approximately 25 
cents on each type of machine. The 
demand for washing machines is good. 


Wheelbarrows.—The situation as re- 
gards wheelbarrows can be summed up 
in the statement that demand is heavy 
and prices strong. Stocks are low. 


We quote from Cincinnati jobbers’ 


stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 
Wringers.—The Lovell Mfg. Co. has 
withdrawn its recent advance of $2 to 
$3 per dozen, but the American 
Wringer Co. has advanced its line a 
similar amount. The demand is good. 


good demand for bolts from the larger 
consumer, but the strictly retail de- 
mand is only of fair volume as yet. 
Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small carriage 
bolts, 45-5 per cent; large carriage 
bolts, 45 per cent; large machine 


bolts, 50 per cent; lag screws, 55 per 
cent. 


Eaves Trough, Conductor Pipe and 
Elbows,—Jobbers report an increasing 
demand from the dealers. Retail de- 
mand is not expected to open up active- 
ly much before April 1. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
gage lap joint, S. B. 5 inch, $5.00 per 


100 feet; three inch 28 gage conductor 
pipe, $4.75 per 100 feet; 3 inch con- 
ductor elbows, $1.55 per doz. 
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Mr. Jones unburdens 
his garage door 
troubles, 


And Brownlee’s new 
bus needs a safe 
parking place at 
night, 


Six minutes be- 
fore lunch time 
Bill Prudlow’s 
troubles only give you @ 
rib chuckle. 








About 2.30 P. M. friend 
Townsend wants some 
“hardware for my ga- 
rage doors.” 





The McKinney Booklet, with its illus- So 4 
trations of sliding-folding and around- 
the-corner doors, its descriptions and 
working plans for each installation and 
its descriptions of McKinney Complete 
Garage Sets, should be working for you 
every day. Send for a copy and tie it to I 
your counter. ; 


ervedesalond Sov vegas | 
| Fiiding-Peddarege™ } | 
| Bisel 
| | | 


Ave ce est Iho Corme 





AV 
* bute o)) 











When Smith comes in, along about 4.44, 
looking like a man with a thousand boils, 
you take down your McKinney trouble 
chaser and fix him up with the proper 
dose in a jiffy. 


Hinges and butts, door hangers and 
track, door bolts and latches, shelf 
brackets, window and screen hardware 
and wrought specialties are included in 
the line of products marked with the 
McKinney stamp of excellence. 

When the quitting whistle blows, you’re all to the 


McKINNEY MANUFACTURING good with about sixteen horsepower energy you 
COMPANY didn’t waste running up-stairs to the storeroom 
Pittsburgh, Pa. for 4A screws, or lugging fourteen feet of door 
Western Office, Wrigley Bldg., Chicago track up out of the cellar. 
Export Representation Boy, it was SOME DAY! 


MCKINNEY 


Complete Garage Door Sets 
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Files.—Sales of h'es are showing a 


more decided improvement and there 
is a fairly good demand. Prices remain 
as for some time past. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First Grade files, 
50-10 per cent; second grade files, 60-5 
per cent. 

Galvanized Ware.—Both retail and 
jobbing demand is showing a gradual 
improvement, and a more rapid gain is 
expected from now on. Prices continue 
as last reported. 

We quote from jobbers’ 
f.ob. Twin Cities: Standard No. 1 
tubs, galvanized, $6.65 per doz.; No. 

2 tubs, $7.50 per doz.; No. 3 tubs, 

$8.75 per doz.; heavy galvanized tubs, 

No. 1, $10.75 per doz.; No. tubs, 

$12.00 per doz.; No. 3 tubs, $13.50 per 

doz.; Standard 10 quart galvanized 
pails, $2.35 per doz.; 12 quart pails, 
$2.55 per doz.; 14 quart, $2.95 per doz.; 

16 quart stocks pails, $4.50 per doz.; 

18 quart stock pails, $5.20 per doz. 

Lawn Mowers.—There is but little 
retail demand at present. Due to the 
large variety of grades, sizes, quality, 
etc., it is impossible to give a complete 


stocks, 


price list. 
We quote from jobbers’ stocks, 
f.io.b. Twin Cities: Best grade lawn 


mowers, 30 to 35 per cent from stand- 
ard lists. Medium grade ball bearing 
mowers, $8.35 to $9.50 in 16 inch. 


Nails.—This season promises to show 
an extraordinary demand for nails, and 
it is expected a great deal of difficulty 


will be found in filling orders. Prices 
are as follows: 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Smooth wire nails, 

$3.85 per keg, base; cement coated 

nails, $3.10 per keg base. 

Paints.—Sales of paint during the 
winter have been very good. It is ex- 
pected that as scon as outside painting 
can be done a heavy volume of business 
will develop. 


We auote fiom iobbers’ stocks 
f.o.b. Twin Cities: 1st grade house 
paint, $2.80 per gallon; 2nd grade 


house paint, $2.10 per gallon; White 

lead, $12.65 per cwt. 

Planters.—There is, of course, no re- 
tail demand. Prices given for dealers’ 
information. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Both corn and 
potato planters, $9.75. 


Poultry Netting.—A good retail de- 
mand is expected as soon as spring 
weather prevails, although there is 
already some interest being shown in a 
small way. Prices are stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard hexagon 


The Question of Mark Up 
(Continued from page 71) 

with the sales increased to 20 the 
total margin would be 80 cents. 
Under the conditions of the illustra- 
tion it is obvious that the proper 
price for this article is 25 cents, and 
not 35 cents or 19 cents. 


Fixing the Retail Price 

The retail price must be fixed by 
considering what an article will 
bring under whatever competition 
may exist. Customary prices are 
probably best for the majority of 
goods under most circumstances. 
The cost of the goods and of selling 
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poultry _ netting, 

standard lists. 

Registers.—There is some _ interest 
being shown in registers fur delivery 
later on. Prices show no change. 


We _ quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel registers, 
40-10 per cent from standard lists. 


Sash Cord.—There is a slight im- 
provement in the demand for imme- 
diate delivery. Quite a little business 
is being booked for later delivery as 
needed. Prices remain firm. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8 
sash cord, 79 cents per lb.; ordinary 
— solid cotton sash cord, 47 cents 
per 


Sash Weights.—There is fair de- 
mand for sash weights developing. 
Stocks are ample and prices remain un- 
changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
$2.25 per cwt. 
Screen Doors and Window Screens.— 

Dealers are getting in stocks for 
spring demand. No retail sales can 


50 per cent from 


stocks, 
Sash weights, 


be expected for several weeks. Prices 
are as follows: 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Screen doors. 2-8 x 


6-8, $23.15 per doz.; common; Fancy 

screen doors, $35.05 per doz.; Sher- 

wood adjustable 24 inch window 

screens, $7.40 per doz.; Wabash 24 

inch extension, $6.50 per dozen. 

Screws.—Retail sales of wood screws 
are showing a steady gain, but the 
bulk of the business is from the large 
user, such as the sash and door trade, 
furniture factories and_ electricians. 
Prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-5 per cent; round 
head blued, 75 per cent; flat head 
japanned, 70 per cent; flat head brass, 

75 per cent; round head brass, 70 per 

cent. 

Shearing and Clipping Machines.— 
This is the time of the year for the 
dealer to begin actively pushing sales 
of shearing and clipping machines. 
Manufacturers are willing to furnish 


necessary advertising helps. Prices 
continue as last quoted. 
We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Stewart No. 1 ball 


bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealer’s discount, 25 per 
cent. Stewart electric clipping fa- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Chicago; pedestal 
type, $85, f.o.b. Chicago; dealers dis- 
count, 25 per cent. 





should be fully known, not only for 
the purpose of fixing the price, but 
to serve as a guide pointing out the 
lower limits. Profits may be made 
either by adding large margins to the 
costs or by turning the stock often 
on narrower margins. 

Finally, the correct price is that 
which will bring in the greatest net 
profits, total sales and total expenses 
considered. 

Good judgment and common sense 
are the big factors, and should be 
used very often in putting a retail 
price on merchandise; not so much 
the cost of any one item or your cost 
of doing business to be considered, 
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Solder.—The demand for solder con- 
tinues to be of good volume, particular- 
ly to auto repair and radiator repair 
shops. Prices are very firm, but show 
no further advance over last week. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half soider, 30 cents per Ib. 
Tacks.—There continues ic be some 

improvement in sales of tacks, espe- 
cially such kinds as are used for tack- 
ing screen cloth. Prices remain sta- 
tionary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 8 ounce American 
cut tacks, 60 cents per doz. pack- 
ages; 8 oz. tinned carpet tacks, 65 
cents per doz.; 8 oz. blued carpet 


tacks, 60 cents per doz.; 11 oz. double 
pointed, 32 cents. 


Tin Plate.—There is a gradual im- 
provement in the demand for tin plate 
and a more rapid gain is expected as 
soon as the building season gets under 
way. 

We quote from _ jobbers’ stocks, 

f.o.b. Twin Cities: Tin oe furnace 

coke, ICL, 20 x 28, $13.00 per box.; 


roofing tin, IC, 20 x 28, 8 Ib. coating, 
$12.75 per box. 


Washers.—There is an average de- 
mand at this time, but sales are ex- 
pected to improve along with other 
lines. Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: % inch wrought 
washers, $4.75 per cwt.; 1 inch 
wrought washers, $4.35 per cwt. 


Wire Cloth.—The dealer’s principal 
worry now is to get in a stock to meet 
the demand when it gets started. Both 
jobbers and dealers are having a great 
deal of difficulty in getting stocks in 
shape for the heavy demand which de- 
velops early in April. Prices are firm. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Black Wire Cloth, 

12 x 12 mesh, $2.10 per 100 sq. feet.; 

galvanized screen cloth, $2.55 per 100 

sq. feet. 

Wire.—Retail demand wi!l develop 
rapidly just as soon as the snow melts 
and ground gets dry. Dealers and job- 
bers are having some difficulty in get- 
ting the necessary stocks on some 


items. Prices remain firm. 
We quote from jobbers’ stocks, 
f.o.b. win Cities: Barbed wire, 


painted cattle, 80 rod spools, $3.37; 
galvanized cattle, $3.64; painted 
barbed hog wire, $3.60; ‘galvanized 
barbed hog wire, $3.91; smooth black 
annealed wire, No. 9, $3.75 per cwt.; 
smooth galvanized annealed, No. 9, 
$4.20 per cwt. 


but the actual value of the piece of 
merchandise. Some goods will carry 
a larger percentage of profit than 
others. There is very little profit on 
some goods, but still it is necessary 
to carry them. 

The cash customer should be taken 
care of by giving him the lowest pos- 
sible price, for he alone is the man 
who keeps your business going. The 
man who wants credit should be 
charged a premium of 10 per cent, 
the same as you do when you sell a 
washing machine. Why not? If you 
borrow from the bank you pay inter- 
est—make the “charge” customer do 
the same. 

















A profitable item for you 


Small investment—no_ risk 

Quick profits—no tie-up of working 
capital 

Easy sales—demand created by adver- 
tising 

Easy to display—little space required 

Easy to handle—packed in individual 
containers—ready to deliver 


If ever you had a chance to make a wad of 
extra profits, Gold-Seal Art-Rugs give it to you. 
Don't pass it up. Get in touch with our Hardware 
Service Department. Write today if you are 
‘interested in more profits. 
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ATISFACTION GUARANTEED 





to handle—Gold-Seal Congoleum Art-Rugs 


Big variety of beautiful patterns includ- 
ing special kitchen designs 

A kitchen housefurnishing—belongs in 
your stock 

Hard-surfaced, smooth washable sur- 
face—not woven rugs 

Satisfied customers—high quality— 
satisfaction guaranteed 


If other hardware merchants can—why not you? 


CONGOLEUM COMPANY 


INCORPORATED 


Philadelphia New York Chicago Boston 
San Francisco Minneapolis Dallas Atlanta 
Pittsburgh Kansas City Montreal 


The fastest selling floor-covering in the world 
(IH cs ome RRR RRREIRRU ee om EHEC A RR Of RMR Soe CRE 
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mission and after prayerful consider- 
ation of all the evidence adduced it 
is gravely announced that “attempting 
to eliminate or lessen competition by 
collecting and destroying mail order 
house catalogs is condemned by the 
Federal Trade Commission as a hin- 
drance to interstate commerce trade.” 

The official memorandum of the com- 
mission announces its momentous de- 
cision as follows: 


Text of Commission’s Decree 


the 
in 


“The commission found that 
Northwest Theaters Company 
collusion with and approval of the 
Missoula Chamber of Commerce ac- 
cepted from children mail order 
catalogs as payment for admittance to 
moving: picture shows in a theater 
controlled and operated by the Theater 
Company. Catalogs so collected were 
subsequently destroyed by respondents. 
This act, the commission states, re- 
moved from the hands of many of the 
residents in and around Missoula, 
Mont., mail order catalogs from which 
they had been in the habit of ordering 
goods, thus reducing materially the 
probability of competition with the con- 
cerns whose catalogs had been so de- 
stroyed. 

“The respondents 
cease and desist: 

“(1) From inducing persons in 
possession of the catalog or catalogs 
of mail order houses, to divert said 
catalogs from their former and cus- 
tomary use by such persons for the 
purpose of purchasing goods from said 
mail order houses, and to use them as 
an exchange for admission to a moving 
picture theater for the purpose of 
eliminating or hindering competition 
between such mail order houses and 
local merchants: 


are ordered to 


Protection for the Mail Order Houses 


“(2) From collecting, securing or 
procuring or from causing to be col- 
lected, secured or procured from resi- 
dents in the City of Missoula, Mont., 
or the territory adjacent thereto, any 
catalog or circular of any mail order 
or catalog house located outside the 
State of Montana and doing business 
in said State, for the purpose of de- 
priving such mail order or catalog 
house or its customers or prospective 
customers of the use and benefit of such 
catalogs in the sale and purchase of 
merchandise in interstate commerce; 

“(3) From destroying catalogs of 
mail order houses secured from any 
customer or prospective customer of a 
mail order house in the City of Mis- 
soula, Mont., or in the territory ad- 
jacent thereto, for the purpose of de- 
priving such mail order house or its 
customers of the use and benefit of 
such catalogs in the sale and purchase 
of merchandise in interstate com- 
merce.” 

Of course, retail merchants every- 
where will rejoice to know that the 





HARDWARE AGE 





poor little downtrodden mail order 
house has such a valiant defender in 
that powerful agency of the Govern- 
ment, the Federal Trade Commission. 

The Sixty-seventh Congress having 
adjourned, leaving the halls of the 
Senate and House in the custody of 
the faithful little band of scrub ladies 
who will guard the Capitol during the 
long recess, the majority leaders are 
compiling a legislative history of the 
past two years designed to show that 
the accomplishments of the Congress 
just ended are to take high rank in 
future legislative annals. 

Under the heading of legislation of 
international importance we have this 








English in Japan 


FIRM dealing in fishing tackle, hav- 
ing sent a circular to a merchant 
in Tokio, Japan, received the following 
letter: 
“Dear Sir in Yours: 

We should present to your company 
the bamboo fishing rod, a net basket, 
and a reel, as we have just convenience ; 
all those were very rough and simple 
to you laughing for your kind reply 
which you sent us the catalog of fishing 
tackles last, etc. Wishing we that now 
at Japan there it was not in prevailing 
fish gaming, but fishermen, in scarcely 
there now, but we do not measure for 
the progression of the germ of the fishing 
game beforehand. Therefore we may 
yield of feeling the restock in my store, 
your country’s fishing tackle. Should 
you have the kindness to send a such 
farther country’s even in a few partake 
when we send the money in ordering 
of them, should you? 


I am yours, truly,—’ 








interesting of 
achieved: 

Made peace with Germany both by 
joint resolution and by treaty: 

Ratified various treaties negotiated 
by the Washington disarmament con- 
ference. 

Authorized President Harding to re- 
fund the $4,800,000,000 British debt on 
terms that will insure its payment in 
sixty-two years. 

Enlarged the allied debt funding 
commission and fixed terms upon which 
remaining allied debts may be settled. 

Ratified the Colombian treaty, pay- 
ing that country $25,000,000 on account 
of alleged loss of rights growing out 
of acquisition of the Canal Zone. 


summary results 


Domestic Accomplishments 


The chief accomplishments in the 
domestic field are thus summarized: 

Rural credits legislation extending 
financial aid to farmers. 

Revised taxes downward, eliminating 
excess profits taxes and reducing an- 
nual load of taxation by about $1,000,- 
000,000. 

Enacted 
tariff bill. 

Created the veterans bureau and ap- 


the Fordney-McCumber 
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propriated approximately $500,000,000 
for its annual expenditures. 

Enlarged the Federal judiciary by 
providing twenty-four additional dis- 
trict judges to relieve congestion. | 

Restricted..immigration to a 3 per 
cent basis, barring hundreds of thou- 
sands of undesirable aliens. 

Placed meat-packing industry under 
Federal supervision. 

Incidentally no less than 20,000 bills 
and 1893 resolutions were introduced 
during this Congress and at least 
scanned with sufficient attention to en- 
able the presiding officers to refer them 
to appropriate committees. Less than 
600 bills and ninety resolutions were 
actually passed. 

Probably the country would have 
been better off had the disparity be- 
tween measures introduced and those 
passed been even greater, but it must 
be borne in mind that the list includes 
a relatively large proportion of private 
bills having little or no general impor- 
tance. 


Tariff Law Most Important Job 


As I have heretofore pointed out, 
the measure passed by the Sixty- 
seventh Congress that will overshadow 
all others is the Fordney-McCumber 
tariff bill. Never before in the his- 
tory of the country have the results 
of a tariff revision created so much 
astonishment not only in the minds 
of business men but also in those of 
the most experienced economists of all 
shades of opinion. 

When the Fordney-McCumber bill 
was placed on the statute books the 
business outlook throughout the United 
States was far from satisfactory and 
the power of the consumers of the 
country to absorb manufactured prod- 
ucts was believed to be much below 
the peak of better times. Notwith- 
standing this fact the majority leaders 
in Congress boosted the rates of the 
Fordney-McCumber schedules until the 
minority leaders protested that our 
foreign trade would be destroyed and 
that, instead of obtaining more revenue 
under the*new bill, we should derive a 
great deal less. 


Theory Failed in this Case 


But something has happened to dis- 
credit all the prophets and set all pre- 
dictions awry. Money has been found 
to pay for large quantities of foreign 
merchandise, raw, partly manufactured 
and finished, and in spite of the high 
rates proposed by Mr. Fordney and 
accepted with some amendments by Mr. 
McCumber, the customs revenues are 
piling up as never before. 

Professional economists in recom- 
mending rates for a new tariff revision 
frequently seek what is known as the 
“scientific revenue point”; that is to 
say, the rate that will produce the 
largest amount of revenue bearing in 
mind the fact that if the duties are 
made so high as to check importations 
they may reduce rather than increase 
the net revenues. Shrewd observers 
here are disposed to believe that the 








March 15, 1923 





HARDWARE AGE 





REMINGTON 
e F uMC 


: Premium 
ee 
ee pock’* ities 


i 
B Remington 





Remington 


Stock Knives 








Remington 


“At pente " 
"enters Kn: 
' \nty 
—- ves 








Let Remington Display Plaques 


Pick Your Customers From The Crowd 


to use in his work. Ask your Jobber’s sales- 


By the 14th of April, almost every man and 
woman who passes your show window will be 
thoroughly convinced that Remington manu- 
factures pocket knives of finest quality only 
—that Remington makes “specific knives for 
specific purposes”’—that a Remington is the 
knife they want to buy—“the kind they’ve 
always wanted.” 


We are telling them— 


Through a large list of farm papers that 
reach over 3,000,000 families, and are read 
by more than 9,000,000 people each month 
for four consecutive months—February, 
March, April and May—a total of 44 adver- 
tisements. 


Through the Saturday Evening Post, April 
14th issue, that goes into 2,500,000 additional 
homes, and is read by at least 7,500,000 people. 


These 16,500,000 people will be interested and 
will want to buy Remington Pocket Knives. 


Each Farmer, Hog Raiser, Ranchman, Cat- 
tleman, Sheepman, and veterinary surgeon 
will want a Remington Premium Stock Knife 


man about this big market. 
The mechanic, carpenter, handyman and radio 
tinker will want a Remington Carpenter’s 
Knife. Sturdy construction, equipped with 
a Remington Punch Blade. 


The business man, professional man, mer- 
chant, every man, every boy—needs a Rem- 
ington Jack or Pen Knife. 


—and what are you doing to let them know 
that YOU carry Remington Pocket Knives? 


Let these three attractive Remington Display 
Plaques pick customers out of the crowds 
that watch your windows. Let Remington 
Display Plaques supply the buying urge, 
bringing customers into your store. 

Get Remington’s Display Plaques and set 
them to work—they’re given Free with ten 
dozen Remington knives, one order, immedi- 
ate shipment. Select the patterns suitable 
for your trade. 


Show this page to your Jobber’s Sales- 
man—and ask for your three plaques. 
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framers of the Fordney-McCumber bill 
scored a tremendous success in locating 
the scientific revenue point in the prin- 
cipal schedules of the new tariff law. 

Kelly 

Congressman Clyde Kelly of Penn- 
sylvania, the energetic champion of 
legislation legalizing price mainte- 
nance, has scored a big preliminary 
victory on the threshold of the Sixty- 
eighth Congress. He has obtained a 
promise from the Chairman of the 
House Committee on Interstate and 
Foreign Commerce that as soon as the 
new Congress convenes the Kelly- 
Stevens price maintenance bill will be 
taken up for immediate consideration 
and possibly may be made the subject 
of hearings. 

Although the new Congress will not 
convene until December next, unless 
President Harding shall decide upon 
an extra session during the recess 
which now seems unlikely, nevertheless 
the rules of the House make it certain 


Wins Important Point 


sales manager of Zellerbach Paper Co., 
and one on “Specialty Sales” by S. F. 
Worsick, local manager of the Taylor 
Instrument Co. 


The Fine Points of Retail Selling 


The only address of the Wednesday 
morning session, Feb. 21, was delivered 
by Llew S. Soule, HARDWARE AGE and 
dealt indirectly with retail selling. Mr. 
Soule dwelt specifically on the problem 
of the retail salesman, the weak link in 
the chain of distributon. He compared 
busness to the automobile and brought 
out the need for more thoroughness in 
its operation. He used a table in 
which were recorded the percentages of 
time spent by the average salesman in 
selling, marking goods, arranging 
stock, etc., with telling effect. Mr. 


AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, 
Fla., April 24, 25, 26, 27, 1923. Headquar- 


ters, Windsor Hotel. F. D. Mitchell, secre- 
tary-treasurer, 1819 Broadway, New York. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 
27, 1928. Headquarters, Windsor Hotel. 
John Donnan, secretary-treasurer, Rich- 
mond, Va. 


OLD 
MEN’S 


GUARD SOUTHERN HARDWARE SALES- 
ASSOCIATION CONVENTION, Windsor 
Hotel, Jacksonville, Fla., April 25, 1923. 
R. P. Boyd, secretary-treasurer, Box 19, 
R. F. D. No. 4, Knoxville, Tenn. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Columbia, S. C., May 
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that Representative Winslow of Massa- 
chusetts will serve as Chairman of the 
Committee on Interstate and Foreign 
Commerce. The Massachusetts mem- 
ber has seen long service on this com- 
mittee and was promoted to its chair- 
manship at the beginning of the Con- 
gress just ended. 

Mr. Winslow is a manufacturer and 
an all-around business man of varied 
experience and is well equipped to 
preside over the deliberations on the 
price maintenance problem. He is un- 
derstood to be favorable to this legis- 
lation and his influence with the House 
will be very great. 


Don’t Want Long Hearings 


It is the hope of the friends of the 
Kelly-Stevens bill that if hearings are 
held on the measure they will not be 
protracted, as it is desired to obtain 
a report ‘on the bill and get it before 
the House at the earliest practicable 
date. While the newly elected House 
has not been carefully canvassed it is 





California Convention 


(Continued from page 77) 


Soule declared that it costs the retail 
merchant from $300 to $1,500 every 
time a salesman fails to make good. 
He advised more care in the selection 
of employees and more intelligent effort 
to make them better salesmen for their 
firms. 

At noon there was a joint meeting 
of jobbers and retailers in which mat- 
ters of mutual interest were discussed. 
The princpal theme was cooperaton 
with the idea of reducing overhead 
costs and ultimately prices to the con- 
sumer. 


Duhring Reelected President 


The afternoon session was one of 
routine, including the usual reports of 
committees. The nominating commit- 
tee submitted the following names and 





Coming Hardware Conventions 


8, 9, 10, 11,4923. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May 8, 9, 10, 1923. Mar- 
ion Hotel, Little Rock. L. P. Biggs, secre- 
tary, 815-816 Sout**rn Trust Building, 
Little Rock. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Texas, 
May 8, 9, 1923. C. L. Thompson, secretary, 
Canyon, Texas. 


MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Jackson, 
May 16, 17, 1923. H.S. Chilton, secretary- 
treasurer, Starkville. 
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believed it will be even more favorably 
disposed toward the legalization of 
price maintenance than the Sixty- 
seventh Congress where a careful un- 
official poll showed a very substantial 
majority for the Kelly-Stevens bill. 

The friends of price maintenance 
do not intend to be idle during the 
coming recess. Business men through- 
out the country are manifesting very 
lively interest in this issue and Mr. 
Kelly is fairly overwhelmed with in- 
vitations to address business organiza- 
tions in nearly every State in the 
Union. He has thrown himself into 
the work with great enthusiasm and 
has accepted numerous invitations to 
speak during the recess. 

The officers of the American Fair 
Trade League, who have been the most 
active champions of price maintenance 
legislation, are greatly encouraged over 
the outlook for action in the new Con- 
gress and will devote themselves to 
energetic missionary work during the 
recess. 


the officers named were unanimously 
re-elected: 

President, Fred T. Duhring, Sonoma; 
Vice-President, W. B. Allen, Palo Alto; 
Treasurer, M. M. Brown, San Fran- 
cisco; Secretary, Le Roy Smith, San 
Francisco. 


To Go After the National Congress 


The closing act of this big California 
aggregation of business boosters was 
the resolution to send President 
Duhring and Secretary Smith to the 
Natonal Convention at Richmond, Va., 
with instructions to bring’ the 
“National” to San Francisco in 1924. 
If boosting, good fellowship, climate 
and genuine hospitality will bring it, 
then California will be the next Mecca 
of hardware men. Here’s hoping! 


SOUTHEASTERN RETAIL HARDWARE 
IMPLEMENT ASSOCIATION CONVENTION, 
ering Tennessee, Alabama, Georgia 
Florida. Auditorium Armory, Atlanta, 
May 15, 16, 17, 18, 1923. 
secretary-treasurer, 701 
Building, Atlanta, Ga, 


AND 
cov- 
and 
Ga., 
Walter Harlan, 
Grand Theater 


AMERICAN IRON, STEEL AND HEAVY HARD- 


WARE ASSOCIATION CONVENTION, Drake 
Hotel, Chicago, May 15, 16, 17, 1923. A. H. 
Chamberlain, secretary -treasurer, Mar- 


bridge Building, 34th Street and Broadway, 
New York. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Richmond, Va., June 18, 
1923. Herbert P. Sheets, secretary-treas- 
urer, Argos, Ind, 
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More Daylight Means More Progress. 





ZL HEAVY STEEL HINGE WITH 









IALE-CONTACT WEATHERING 
HEAD 








WLATHER-TIGHT POSITIVE 
ANCHORAGE CLLARANCL FOR 
IN WALL cae 


DOUBL L-CONTACT 
WEATHERING - 


JAMB 




















] DOUBLL- CONTACT WEATHERING. 


SILL 
DISTINCTIVE FEATURES 














VERY Truscon dealer says that the Truscon Steel 

Basement Window (50% to 80% more daylight) 

is the greatest mark of progress in the building field for 
years. 


The fact that a dealer sells Truscon Basement 
Windows marks him as progressive. 


Every Truscon Basement Window dealer has his hat 
in the ring for a big building program this spring. 
Everyone is enthusiastic because they had rapid, profit- 
able turnovers last year. 


If you don’t know about them get our liberal dealer 
plan before you complete your arrangements for Spring 
buying. You are passing up a rapid seller if you don’t 
write for information. 


Truscon Steel Company 


YOUNGSTOWN, OHIO 


Sales offices and warehouses in principal cities to serve dealers 


TRUSCON 


COPPER STEEL 
SEMENT WINDOWS 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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Radio and Auto Battery Recharger 


Hundreds of thousands of 6 to 12-volt 
storage batteries are in the hands of the 
public and thousands being sold daily to 
operate radio sets, automobile starting and 
lighting and for other purposes. In many 
cases ample provision for automatic re- 
charging is provided, but where this is not 
true, as with some automobiles and all 
radio batteries, the problem of recharging 
must be considered, as it is usually incon- 
venient to carry heavy batteries to a charg- 
ing station, and even where this is possible 
it is expensive. To meet this condition, the 
Ohio Electric & Controller Co., 5945 Maurice 
Ave., Cleveland, Ohio, has developed a ball- 
bearing Ohio low voltage Generator and 
Ohio Motor wound for any of the usual 
A.C. current standards. The motor and 
generator are connected by flexible coup- 
ling. There are an ammeter and rheostat 
to regulate the charging rate. The motor 
has 10-ft. cord with attachment plug and 
the generator has 6-ft. leads with con- 
venient spring terminal clips. Directions 
are simple and no mistake is possible in 
connecting to battery. 


Porcelain Topped Table Will 
Appeal to Housewife 


The “Sno-White” No. 31 Kitchen Table, 
made by the Kompass & Stoll Co., Inc., 
Niles, Mich., has an all white porcelain top, 


25 x 40 in. The table is 30 in. high and 
has a large utensil drawer. It is strongly 
and attractively made and is furnished with 
or without a swinging stool. 


Hose Attachment for Smooth 
Faucets 


The Economy Hose Attachment, made by 
the Economy Mfg. Co., 5350 Germantown 
Ave., Philadelphia, Pa., is designed for use 
in connection with smooth faucets. The 
device is made of brass with threaded end 
to screw in the coupling on hose. The 
screw top or cap holds a rubber washer 
moulded in such shape that it will easily 
slip over any smooth faucet, and the 
stronger the water pressure the tighter it 
holds. It may be easily slipped off of the 
faucet when the water has been turned off. 
The device is practically indestructible ex- 
cepting for the rubber washer, which may 
be renewed at a negligible cost. 





Ease of Adjustment Feature of 


Open End Wrench 


The Gordon Automatic Open End Wrench, 
made by the Automatic Wrench Co., 480 
Palisade Avenue, West New York, N. J., 
may be adjusted with one hand, a feature 
which is much appreciated when working 
in places not easily accessible. The adjust- 











ment is made by a slight pressure of the 
thumb on the adjustment jaw and the final 
tightening is obtained by giving the thumb 
screw, which is conveniently located in the 
head of the wrench, a slight turn with the 
thumb. This will give a micrometer ad- 
justment. The release is obtained by a 
slight downward pressure on the knurled 
surface directly beneath the thumb screw 
at right angles. The wrench is made of 
15-25 carbon steel and then case hardened 
so that it will withstand an unusual amount 
of rough wear. It also has a rust-proof 
finish. It is simple in construction and so 
designed that all the strain is equally dis- 
tributed over the entire wrench. The 
wrench is made in sizes that have an open- 
ing from % in. to 2 in. 


New Demountable Auto Wheel 


The specially designed steel felloe of the 
new demountable replacement wheel made 
by the Mutual Wheel Co., Moline, IIl., is so 
constructed that it will take the various 
types of demountable rims now used on 
Ford cars as original equipment. It em- 


bodies the desirable feature of fitting many 
rims. With this wheel the old rim, hub, 
demountable rim bolts, nuts and wedges 
are used, The spokes are of high-grade 
wheel hickory. These wheels are finished 
black and crated in standard crates of 
eight wheels each. 


Display Assortment of White Mop 
Wringers 


An effective display assortment of White 
Mop Wringers has been developed by the 
White Mop Wringer Co., Fultonville, N. Y. 
The assortment, which is supplied with a 
display rack, consists of six wringers, and 
affords an effective means of bringing these 
articles to the attention of prospective 
customers, 

The White Mop Wringer Co. has made a 
very careful selection in getting up the 
assortment, selecting the very best in the 
line, and each assortment is packed in a 
crate with the display rack, extra display 
ecard and a quantity of circulars adver- 
tising these wringers. These assortments 
are carried crated ready for immediate 
shipment by the jobbers in all parts of the 
country. It is an exceptionally good mer- 
chandising proposition and has put mop 
wringers in the quick turnover class of 
profitable household hardware, 


Combined Automobile Lamp 


The new 1923 Model 24 Auto Spotlight 
and Trouble Lamp, made by the Delta 
Electric Co., Marion, Ind., is readily de- 
tachable. The lamp, which is well made 
and attractive in appearance, is 454 in. in 


diameter. The head, switch and other parts 
are of brass. The reflector is silver-plated 
and the bulb is a National Mazda, 6-8 volt, 
21 C.P. It has the usual set-screw focus. 
The switch is of the snap twist type. It is 
finished in black enamel, with or without 
nickel trimmings. Sedan brackets are 
packed with each lamp. 


Focusing Searchlight with 500-Ft. 
Range 


The National Carbon Co., Inc., Long 
Island City, N. Y., has put on the market 
a new flashlight capable of throwing a 
penetrating electric beam a distance of 500 
ft. This light is called the “Eveready 
Focusing Searchlight” and is an intense 
ight concentrated in a flashlight for popu- 
lar use—3000 candle power at the focal 
point in a broad beam of piercing light. 
The searchlight can be obtained in either a 
nickel or vulcanized fiber case. Both types 
are equipped with a shock absorber to pro- 
tect the lamp, have an octagonal non- 
rolling lens ring, flash and permanent con- 
tacts and also have one extra lamp in- 
stalled in the bottom cap. 


Reading matter continued on page 104 
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Opportunity Barks at Your Door 











R.W bed A Simple 
DOOR SJ Gorse Doo 
DOGS / i, Holder 

\ 


Popular Priced Necessity with a Big Profit 


Every owner of a home-garage equipped 
with ordinary swinging doors has been look- 
ing for something of this kind. Sales will 
not only be easy, but, as the majority of 
garages have swinging doors, you have a 
big sales field. 
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— 
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Simply nositina 


R-W Door Dogs require no stooping to ad- 
just. To open doors and prevent slamming, 
simply lift off pin with foot. Pin grips any 
kind of surface—concrete, wood, gravel. To 
close doors, lift pin with foot, drop in slot, 
and door closes easily. Prevents costly dam- 
age to car and garage. Notice the illus- 
trations in circles on carton cover. 





gh Cg - er pe, S R-W Door Dogs are packed one 
eee eee ee _. \se—)_—s set complete with screws in an 

x = ae individual carton—six sets in 
each Display Carton. 


(0. R-W Door Dogs sell 


This Display Carton for $1.00 per set. 


Sells for You : "AURORA, ILLINOIS, U. S.A. They move quickly at 
Minneapolis Chicago Cleveland Los Angeles . . 
You don’t have to, worry Philadelphia a Le Indianapolis SanFraxieco this price and your 
about selling R- oor ANADIAN CO. l# profit will surprise 
winny LONDON, ONT Montreal 4 
Dogs. With the help tate you. Order a trial 









of this eye - catching 7 : i 
carton, they sell them- carton of six, or write 
selves. Just set it in a G > for further particu- 


prominent place — the eN lars and trade dis- 
counts. 
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Notes of the Retail Hardware Trade 














ATKINS, ARK.—W. N. Godbey & Sons 
will remodel the interior of their store 
and put in a new store front. 


BOONEVILLE, ARK.—The Tatum Hard- 
ware Co. has succeeded to the business 
of N. D. Harkey. A line of furniture 
has been added. 


MANSFIELD, ARK.—J. L. Higgins has 
sold his interest-in the Farmers Hard- 
ware Co. to his partners. 

STUTTGART, ARK.—J. C. Brummitt 
has disposed of his interest in the Conn 
Hardware Co., Inc., to Robert Conn. 
oy business is both wholesale and re- 
tail. 

CuHico, CaALt.—The Clark Hardware 
Store, Inc., successor to Liston Clark, 
has been incorporated with a capital 
of $75,000 to deal in automobile acces- 
sories, barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
building paper, clocks and watches, 
crockery and glassware, cutlery, elec- 
trical specialties, electrical supplies, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, gasoline 
engines, glass, guns and ammunition, 
hammocks and swings, heavy hardware, 
incubators, insecticides, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, picnic equipment, plumbing 
department, poultry supplies, prepared 
roofing, pumps, refrigerators, rope and 
twine, seeds and fertilizers, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys, games and washing ma- 
chines. 

FAIRFIELD, CAL.—Evans & Pyle, suc- 
cessors to Witheros & Brown, will build 
an addition to their store, and put in 
a complete stock of hardware, etc. 

CoRDELE, GA.—The Blackmon Hard- 
ware Co., wholesaler and retailer, has 
bought the stock of the Wells Hard- 
ware Co. Catalogs requested on build- 
ers’ hardware, building paper, clocks 
and watches, crockery and glassware, 
cutlery, dairy supplies, flashlights, fish- 
ing tackle, guns and ammunition, har- 
ness, heavy hardware, mechanics’ tools, 
paints, oils and varnishes, prepared 
roofing, refrigerators, rope and twine, 
silverware, sporting goods, stoves 
ranges and tin shop. 

Priest River, IpAHO.—The Bonnez 
Hardware Co. has opened a store here, 
carrying auto storage batteries, barn 
equipment, bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, dynamite, elec- 
trical specialties, electrical supplies, 
flashlights, fishing tackle, furnaces, 
garage hardware, ‘glass, guns and am- 
munition, hammocks and swings, har- 
ness, heavy hardware, housefurnish- 
ings, linoleum and oilcloth, mechanics’ 
tools, mill supplies, oils and greases, 
paints, oils and varnishes, picnic equip- 
ment, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, rope and twine, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 

CarLock, Itu.—The Carlock Hard- 
ware & Implement Co. has discontinued 
business. 


Fora, ILL.—McLaughlin & Son, new 
owners of the stock ot James & Lind- 
sey, request catalogs on the following 
items: Barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
clocks and watches, cutlery, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, glass, guns and ammunition, 
hammocks and swings, incubators, oils 
and greases, paints, oils and varnishes, 
plumbing department, poultry supplies, 
pumps, refrigerators, rope and twine, 
seeds and fertilizers, shoe findings, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys, games and wash- 
ing machines. 

HOoPESTON, ILL.—Nelson & Fenwick, 
218 E. Main Street, purchasers of the 
steck of Hannah L. Spradling, desire 
catalogs on barn equipment, bathroom 
fixtures, builders’ hardware, cutlery, 
electrical specialties, electrical supplies, 
flashlights, fishing tackle, furnaces, ga- 
rage hardware, guns and ammunition, 
heavy hardware, incubators, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, rope and twine, stoves and 
ranges, tin shop and washing machines. 

RUSHVILLE, ILL.—The Sporting Goods 
Shop has commenced business here, and 
requests catalogs. 


SYCAMORE, ILL.—Wylde & Son have 
taken over the stock of Wylde & Shaw. 


VANDALIA, ILL.—Oglesby & Mammen 
are remodeling their store. 

INDIANAPOLIS, IND.— The Emerson 
Heights Hardware has established it- 
self in business at 4802 E. Michigan 
Street, where a retail stock of hardware 
will be carried, on which catalogs are 
requested. 

AMES, IowA.—Hagen & McCormac 
have sold their stock to the A. H. 
Hagen Hardware, 241 Main Street. 
The new owner desires catalogs on a 
line of refrigerators, toys and games. 

RIPPEY, IowA.—The Henry Miller & 
Son stock has been sold. The Kirgis 
Implement Co. is the purchaser. 

SIBLEY, IowA.—The Lehman & Madi- 
son Hardware, new owner of the Leh- 
man & Steck hardware business, re- 
quests catalogs on electric and coal 
combination range. 


WINFIELD, IowaA.—The firm of Van 
Dyke & Patterson has been dissolved. 
C. C. Van Dyke will continue business 
under his own name. 

ATLANTA, KAN.—O. Fabian has sold 
his stock of hardware and implements 
to G. E. Chenoweth. 

ELkHARf, Kan.—W. H. Legg has 
commenced business, handling a retail 
line of the following, of which he de- 
sires catalogs: Automobile accessories, 
barn equipment, bathroom fixtures, 
builders’ hardware, clocks and watches, 
crockery and glassware, cutlery, dairy 
supplies, dynamite, flashlights, fur- 
naces, garage hardware, guns and am- 
munition, harness, heavy hardware, 
incubators, insecticides, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, pumps, seeds arid fertiliz- 


ers, shoe findings, sporting goods, 
stoves, ranges and washing machines. 

FRANKFORT, Ky.—H. W. Peel will 
move to a new location. Catalogs re- 
quested on a general line of hardware, 
aluminum ware, etc. 


Boston, Mass.—The H. Angus Con- 
ners Corp., doing both a wholesale and 
retail business, is now located at 92 
Massachusetts Avenue. A line of radio, 
motorboats and supplies has been added. 
Catalogs requested on sporting goods. 

CENTREVILLE, MicH.—N. W. Talbot, 
new owner of the L. W. Pitts & Co. 
stock, requests catalogs on a line of 
electrical supplies and lamps. 


BEVIER, Mo.—Thomas & Edwards. 
have disposed of their stock of hard- 
ware and furniture to the Thomas Mer- 
cantile Co. 


SOUTHERN PINES, N. C.—J. J. Farrey 
will open a hardware store, and re- 
quests catalogs on automobile acces- 
sories, automobile tires, auto storage 
batteries, builders’ hardware, building 
paper, flashlights, garage hardware, 
gasoline, glass, marine hardware, me- 
chanics’ tools, mill supplies, oils and 
greases, paints, oils and varnishes, 
plumbing department, prepared roofing, 
radio equipment, stoves and ranges, 
lime and cement and nails, bolts and 
screws. 

CoLUMBUS, OHIO.—The Frank P. Hall 
Co. is now located at 100 North High 
Street. The firm’s store at 115 South 
High Street has been closed. 

DAYTON, OHIO.—The G. W. Tischer 
Co., 23 East Second Street, is now oc- 
cupying its new quarters. The con- 
cern conducts both a wholesale and 
retail business. 


MARION, OHIO.—The H. O. Craw- 
baugh Hardware, wholesaler and re- 
tailer, 118 N. Main Street, now owns 
the stock of Fred Haberman. 

BROCKWAYVILLE, PA. — The Steck 
Hardware Co., which suffered a fire 
loss, has resumed business. 

GRAY CourT, S. C.—W. D. Owens, 
successor to the J. D. Spense Co., re- 
quests catalogs on a general line of 
hardware. 


CANISTOTA, S. D.—Ray Beck and 
Harry Davidson have succeeded to the 
business of Kinney & McMahon. The 
Farmers Hardware will be the style 
of the new concern. 

NASHVILLE, TENN.—John Weis will 
move to 226 Fourth Avenue, N., about 
April 1. His hardware stock will be 
increased. 

AuBREY, TEX.—The Aubrey Hard- 
ware Co. has been incorporated as suc- 
cessor to Smith & Lawson, with a 
capital of $10,000. The concern will 
deal in the following: Builders’ hard- 

ware, clocks and watches, crockery and 
glassware, cutlery, flashlights, fishing 
tackle, gasoline engines, guns and am- 
munition, harness, heavy hardware, in- 
cubators, mechanics’ tools, oils and 
greases, refrigerators, rope and twine, 
silverware, sporting goods and stoves 
and ranges. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 








Radio and Auto Battery Recharger 


Hundreds of thousands of 6 to 12-volt 
storage batteries are in the hands of the 
public and thousands being sold daily to 
operate radio sets, automobile starting and 
lighting and for other purposes. In many 
cases ample provision for automatic re- 
charging is provided, but where this is not 
true, as with some automobiles and all 
radio batteries, the problem of recharging 
must be considered, as it is usually incon- 
venient to carry heavy batteries to a charg- 
ing station, and even where this is possible 
it is expensive. To meet this condition, the 
Ohio Electric & Controller Co., 5945 Maurice 
Ave., Cleveland, Ohio, has developed a ball- 
bearing Ohio low voltage Generator and 
Ohio Motor wound for any of the usual 
A.C. current standards. The motor and 
generator are connected by flexible coup- 
ling. There are an ammeter and rheostat 
to regulate the charging rate. The moto: 
has 10-ft. cord with attachment plug and 
the generator has 6-ft. leads with con- 
venient spring terminal clips. Directions 
are simple and no mistake is possible in 
connecting to battery. 


Porcelain Topped Table Will 
Appeal to Housewife 
The “Sno-White"’ No, 81 Kitchen Table, 


made by the Kompass & Stoll Co., Ine., 
Niles, Mich., has an all white porcelain top, 





25 x 40 in. The table is 30 in. high and 
has a large utensil drawer. It is strongly 
and attractively made and is furnished with 
or without a swinging stool. 


Hose Attachment for Smooth 
Faucets 

The Economy Hose Attachment, made by 
the Economy. Mfg. Co., 5350 Germantown 
Ave., Philadelphia, Pa., is designed for use 
in connection with smooth faucets. The 
device is made of brass with threaded end 
to screw in the coupling on hose. The 
screw top or cap holds a rubber washer 
moulded in such shape that it will easily 
slip over any smooth faucet, and the 
stronger the water pressure the tighter it 
holds. It may be easily slipped off of the 
faucet when the water has been turned off. 
The device is practically indestructible ex- 
cepting fer the rubber washer, which may 
be renewed at a negligible cost. 


Ease of Adjustment Feature of 
Open End Wrench 


The Gordon Automatic Open End Wrench, 
made by the Automatic Wrench Co., 480 
Palisade Avenue, West New York, N. J., 
may be adjusted with one hand, a feature 
which is much appreciated when working 
in places not easily accessible. The adjust- 





i 


ment is made by a slight pressure of the 
thumb on the adjustment jaw and the final 
tightening is obtained by giving the thumb 
screw, which is conveniently located in the 
head of the wrench, a slight turn with the 
thumb. This will give a micrometer ad- 
justment. The release is obtained by a 
slight downward pressure on the knurled 
surface directly beneath the thumb screw 
at right angles. The wrench is made of 
15-25 carbon steel and then case hardened 
so that it will withstand an unusual amount 
of rough wear. It also has a rust-proof 
finish. It is simple in construction and so 
designed that all the strain is equally dis- 
tributed over the entire wrench. The 
wrench is made in sizes that have an open- 
ing from % in. to 2 in. ' 








New Demountable Auto Wheel 


The specially designed steel felloe of the 
new demountable replacement wheel made 
by the Mutual Wheel Co., Moline, IIll., is so 
constructed that it will take the various 
types of demountable rims now used on 
Ford cars as original equipment. It em- 


bodies the desirable feature of fitting many 
rims. With this wheel the old rim, hub, 
demountable rim bolts, nuts and wedges 
are used. The spokes are of high-grade 
wheel hickory. These wheels are finished 
black and crated in standard crates of 
eight wheels each, 


Display Assortment of White Mop 
Wringers 

An effective display assortment of White 
Mop Wringers has been developed by the 
White Mop Wringer Co., Fultonville, N. Y. 
The assortment, which is supplied with a 
display rack, consists of six wringers, and 
affords an effective means of bringing these 
articles to the attention of prospective 
customers. 

The White Mop Wringer Co. has made a 
very careful selection in getting up the 
assortment, selecting the very best in the 
line, and each assortment is packed in a 
crate with the display rack, extra display 
card and a quantity of circulars adver- 
tising these wringers. These assortments 
are carried crated ready for immediate 
shipment by the jobbers in all parts of the 
country. It is an exceptionally good mer- 
chandising proposition and has put mop 
wringers in the quick turnover class of 
profitable household hardware. 


Combined Automobile Lamp 


The new 1923 Model 24 Auto Spotlight 
and Trouble Lamp, made by the Delta 
Electric Co., Marion, Ind., is readily de- 
tachable. The lamp, which is well made 
and attractive in appearance, is 4% in. in 


diameter. The head, switch and other parts 
are of brass. The reflector is silver-plated 
and the bulb is a National Mazda, 6-8 volt, 
21 C.P. It has the usual set-screw focus. 
The switch is of the snap twist type. It is 
finished in black enamel, with or without 
nickel trimmings. Sedan brackets are 
packed with each lamp. 


Focusing Searchlight with 500-Ft. 
Range 


The National Carbon Co., Inc., Long 
Island City, N. Y., has put on the market 
a new flashlight capable of throwing 4 
penetrating electric beam a distance of 500 
ft. This light is called the “Eveready 
Focusing Searchlight” and is an intense 
jght concentrated in a flashlight for popu- 
lar use—3000 candle power at the focal 
point in a broad beam of piercing light. 
The searchlight can be obtained in either & 
nickel or vulcanized fiber case. Both types 
are equipped with a shock absorber to pro- 
tect the lamp, have an octagonal non- 
rolling lens ring, flash and permanent con- 
tacts and also have one extra lamp in- 
stalled in the bottom cap. 


Reading matter continued on page 104 
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Opportunity Barks at Your Door 








A Simple 
Practical 
Garage Door 
Holder 


re Priced Necessity with a Big Profit 


oe Every owner of a home-garage equipped 
R-W NO99 ocs " with ordinary swinging doors has been look- 
$] poor | ing for something of this kind. Sales will 
- son senses i re not only be easy, but, as the majority of 
garages have swinging doors, you have a 

big sales field. 


ve 


simply 9 A gy on omer 


R-W Door Dogs require no stooping to ad- 
just. To open doors and prevent slamming, 
simply lift off pin with foot. Pin grips any 
kind of surface—concrete, wood, gravel. To 
close doors, lift pin with foot, drop in slot, 
and door closes easily. Prevents costly dam- 

age to car and garage. Notice the illus- 

trations in circles on carton cover. 





R-W Door Dogs are packed one 
set complete with screws in an 
individual carton—six sets in 
each Display Carton. 
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Sells for You AURORA, ILLINOIS, U.S.A. They move quickly at 


Minneapotis Cleveland LosAngeies 
You don’t have to worry Philadelphia ston Indianapolis SanFrancieeo this price and your 
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f eye - catching f you. Order a trial 
carton, they sell them- e7 carton of six, or write 
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Notes of the Retail Hardware Trade 














ATKINS, ARK.—W. N. Godbey & Sons 
will remodel the interior of their store 
and put in a new store front. 


BOONEVILLE, ARK.—The Tatum Hard- 
ware Co. has succeeded to the business 
of N. D. Harkey. A line of furniture 
has been added. 


MANSFIELD, ARK.—J. L. Higgins has 
sold his interest in the Farmers Hard- 
ware Co. to his partners. 

STUTTGART, ARK.—J. C. Brummitt 
has disposed of his interest in the Conn 
Hardware Co., Inc., to Robert Conn. 
The business is both wholesale and re- 
tail. 

CuHico, CaL.—The Clark Hardware 
Store, Inc., successor to Liston Clark, 
has been incorporated with a capital 
of $75,000 to deal in automobile acces- 
sories, barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
building paper, clocks and_ watches, 
crockery and glassware, cutlery, elec- 
trical specialties, electrical supplies, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline, gasoline 
engines, glass, guns and ammunition, 
hammocks and swings, heavy hardware, 
incubators, insecticides, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, picnic equipment, plumbing 
department, poultry supplies, prepared 
roofing, pumps, refrigerators, rope and 
twine, seeds and fertilizers, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys, games and washing ma- 
chines. 

FAIRFIELD, CAL.—Evans & Pyle, suc- 
cessors to Witheros & Brown, will build 
an addition to their store, and put in 
a complete stock of hardware, etc. 

CorDELE, GA—The Blackmon Hard- 
ware Co., wholesaler and retailer, has 
bought the stock of the Wells Hard- 
ware Co. Catalogs requested on build- 
ers’ hardware, building paper, clocks 
and watches, crockery and glassware, 
cutlery, dairy supplies, flashlights, fish- 
ing tackle, guns and ammunition, har- 
ness, heavy hardware, mechanics’ tools, 
paints, oils and varnishes, prepared 
roofing, refrigerators, rope and twine, 
silverware, sporting goods, stoves 
ranges and tin shop. 

Priest River, IpAHO.—The Bonner 
Hardware Co. has opened a store here, 
carrying auto storage batteries, barn 
equipment, bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, dairy supplies, dynamite, elec- 
trical specialties, electrical supplies, 
flashlights, fishing tackle, furnaces, 
garage hardware, glass, guns and am- 
munition, hammocks and swings, har- 
ness, heavy hardware, housefurnish- 
ings, linoleum and oilcloth, mechanics’ 
tools, mill supplies, oils and greases, 
paints, oils and varnishes, picnic equip- 
ment, plumbing department, poultry 
supplies, prepared roofing, pumps, re- 
frigerators, rope and twine, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 

CarRLocK, ILu.—The Carlock Hard- 
ware & Implement Co. has discontinued 
business. 


FLoRA, ILL.—McLaughlin & Son, new 
owners of the stock otf James & Lind- 
sey, request catalogs on the following 
items: Barn equipment, bathroom fix- 
tures, bicycles, builders’ hardware, 
clocks and watches, cutlery, flashlights, 
fishing tackle, furnaces, garage hard- 
ware, glass, guns and ammunition, 
hammocks and swings, incubators, oils 
and greases, paints, oils and varnishes, 
plumbing department, poultry supplies, 
pumps, refrigerators, rope and twine, 
seeds and fertilizers, shoe findings, 
silverware, sporting goods, stoves and 
ranges, tin shop, toys, games and wash- 
ing machines. 

HOOPESTON, ILL.—Nelson & Fenwick, 
218 E. Main Street, purchasers of the 
stock of Hannah L. Spradling, desire 
catalogs on barn equipment, bathroom 
fixtures, builders’ hardware, cutlery, 
electrical specialties, electrical supplies, 
flashlights, fishing tackle, furnaces, ga- 
rage hardware, guns and ammunition, 
heavy hardware, incubators, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, rope and twine, stoves and 
ranges, tin shop and washing machines. 

RUSHVILLE, ILL.—The Sporting Goods 
Shop has commenced business here, and 
requests catalogs. 

SYCAMORE, ILL.—Wylde & Son have 
taken over the stock of Wylde & Shaw. 

VANDALIA, ILL.—Oglesby & Mammen 
are remodeling their store. 


INDIANAPOLIS, IND.— The Emerson 
Heights Hardware has established it- 
self in business at 4802 E. Michigan 
Street, where a retail stock of hardware 
will be carried, on which catalogs are 
requested. 


Ames, Iowa.—Hagen & McCormac 
have sold their stock to the A. H. 
Hagen Hardware, 211 Main Street. 
The new owner desires catalogs on a 
line of refrigerators, toys ahd games. 

Rippey, IowA.—The Henry Miller & 
Son stock has been sold. The Kirgis 
Implement Co. is the purchaser. 

SIBLEY, IowA.—The Lehman & Madi- 
son Hardware, new owner of the Leh- 
man & Steck hardware business, re- 
quests catalogs on electric and coal 
combination range. 

WINFIELD, Iowa.—The firm of Van 
Dyke & Patterson has been dissolved. 
C. C. Van Dyke will continue business 
under his own name. 


ATLANTA, Kan.—O. Fabian has sold 
his stock of hardware and implements 
to G. E. Chenoweth. 

ELKHART, KAN.—W. H. Legg has 
commenced business, handling a retail 
line of the following, of which he de- 
sires catalogs: Automobile accessories, 
barn equipment, bathroom fixtures, 
builders’ hardware, clocks and watches, 
crockery and glassware, cutlery, dairy 
supplies, dynamite, flashlights, fur- 
naces, garage hardware, guns and am- 
munition, harness, heavy hardware, 
incubators, insecticides, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, pumps, seeds and fertiliz- 


ers, shoe findings, sporting goods, 
stoves, ranges and washing machines. 

FRANKFORT, Ky.—H. W. Pee! will 
move to a new location. Catalogs re- 
quested on a general line of hardware, 
aluminum ware, etc. 


Boston, Mass.—The H. Angus Con- 
ners Corp., doing both a wholesale and 
retail business, is now located at 92 
Massachusetts Avenue. A line of radio, 
motorboats and supplies has been added. 
Catalogs requested on sporting goods. 


CENTREVILLE, MicH.—N. W. Talbot, 
new owner of the L. W. Pitts & Co. 
stock, requests catalogs on a line of 
electrical supplies and lamps. 

BEVIER, Mo.—Thomas & Edwards 
have disposed of their stock of hard- 
ware and furniture to the Thomas Mer- 
cantile Co. 

SOUTHERN PINES, N. C.—J. J. Farrey 
will open a hardware store, and re- 
quests catalogs on automobile acces- 
sories, automobile tires, auto storage 
batteries, builders’ hardware, building 
paper, flashlights, garage hardware, 
gasoline, glass, marine hardware, me- 
chanics’ tools, mill supplies, oils and 
greases, paints, oils and _ varnishes, 
plumbing department, prepared roofing, 
radio equipment, stoves and ranges, 
lime and cement and nails, bolts and 
screws. 

CoLuMBUS, OHIO.—The Frank P. Hall 
Co. is now located at 100 North High 
Street. The firm’s store at 115 South 
High Street has been closed. 

DayTon, OnHI0.—The G. W. Tischer 
Co., 23 East Second Street, is now oc- 
cupying its new quarters. The con- 
cern conducts both a wholesale and 
retail business. 


Marion, On1I0.—The H. O. Craw- 
baugh Hardware, wholesaler and re- 
tailer, 113 N. Main Street, now owns 
the stock of Fred Haberman. 

BROCKWAYVILLE, Pa. — The Steck 
Hardware Co., which suffered a fire 
loss, has resumed business. 

Gray Court, S. C.—W. D. Owens, 
successor to the J. D. Spense Co., re- 
quests catalogs on a general line of 
hardware. 


CanistoTa, S. D.—Ray Beck and 
Harry Davidson have succeeded to the 
business of Kinney & McMahon. The 
Farmers Hardware will be the style 
of the new concern. 


NASHVILLE, TENN.—John Weis will 
move to 226 Fourth Avenue, N., about 
April 1. His hardware stock will be 
increased. 

AUBREY, TEX.—The Aubrey Hard- 
ware Co. has been incorporated as suc- 
cessor to Smith & Lawson, with a 
capital of $10,000. The concern will 
deal in the following: Builders’ hard- 
ware, clocks and watches, crockery and 
glassware, cutlery, flashlights, fishing 
tackle, gasoline engines, guns and am- 
munition, harness, heavy hardware, 1n- 
cubators, mechanics’ tools, oils and 
greases, refrigerators, rope and twine, 
silverware, sporting goods and stoves 
and ranges. 














